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"ANNUAL CHARGE FIXED AT $10. 


New York Insurance Legislative Com- 
mittee and Superintendent Hotch- 
kiss Clash Over Bill. 


A sharp difference of opinion exists 
"between members of the Assembly In- 


| Legislature, and Superintendent of In- 
gurance W. H. Hotchkiss, over certain 
provisions of the Hoey bill, compelling 
the licensing by the State of all insur- 
‘ance brokers. 

Arguments concerning the measure 





at a hearing some days ago, became | 
quite heated, each side holding tena- 


© ciously to its views and refusing to con- 


' cede a single point to the other. 


The committee has decided to reduce | 


> the amount of the license from $50 a | 
» year to $10 and to exempt marine in. | 


surance brokers. While apparently | 
) caring little about the amount of the/| 
© license the superintendent objects to 
exempting the marine brokers. He 
© holds that in doing this an advantage 
' is given the brokers doing business | 
‘for foreign companies, which pay 
© little or nothing to New York State, | 
/ over the marine insurance underwrit- | 
| ers, who are the representatives of do- | 

Mestic companies, coming under the 
| laws of the State. 

; Text of Bill. 

The full text of the bill, aside from 
the amendment above noted, is as here 
given: 

© Section 1. Section forty-nine of chapter 
» thirty-three of the laws of nineteen 
) hundred and nine, entitled “An Act in 
' relation to insurance corporations, con- 
) stituting chapter twenty-eight of the 
© consolidated laws,” is hereby amended 
‘to read as follows: 

Sec. 49. Agents and brokers. Every 
‘agent of any insurance corporation 
@oing business in this State shall, in 
Pall advertisements of such agency, pub- 
Plish the location of the corporation, 
'giving the name of the city, town or 
Village in which it has its principal 
)Pusiness office, and the State or Gov- 
Sermment under the laws of which it is 
» Organized. 

The term “agent” in this chapter shail 
Mnclude an acknowledged agent or sur- 
Weyer or any other person who shall 
im any manner aid in transacting the 
insurance business of any underwriter, 
Ancorporated or unincorporated. 

» The term “broker” or “insurance 
oker” in this chapter shall include 





Phy person, partnership or corporation 


Who, for compensation, acts or aids in| 
ADy manner on behalf of the insured | 
fm negotiating contracts of insurance, | 
ser placing risks or procuring insurance. | 


ch 


Sec. 2. Section fifty of chapter thirty- 


Mhree of the laws of nineteen hundred | 
mand nine, entitled “An act in relation | 


m0 insurance corporations, constituting 
(Continued on page 14.) 
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| The introduction into the British 
| Parliament of the unprecedented Na- 
| tional Insurance Bill by Chancellor of 
| the Lloyd-George, has 
; caused a great deal of discussion and 
| speculation 


Exchequer 


among the leading insur- 
The 


sickness 


ance men here. idea of a general 


and compulsory insurance 


scheme is not new, even to this coun- 


try, where the subject has been under 
investigation for several years, notably 
by the Russell Sage Foundation; 
the incorporation of the ide 


and its ac- 


but 


se as into a 


bill for enactment into law, 


ceptance apparently without opposition 


from any quarter, is filled with signifi- 


cance for those who have followed 


this kind of legis- 
ad 


tor 


closely the trend of 
lation both in this country and abr: 

Mr. bill 
compulsory against sickness 
and 


Lloyd-George’s provides 
insurance 
the the 


put- 


unemployment, employe 
ing to the insurance fund. The benefits 
extend all the way from medical at- 
tendance to a permanent.invalidity pen- 
sion. The annual contributions by; 
Government will amount to many mil- 
lions and they will increase on a yearly 
rising scale. 

Constitution a Barrier. 
| Heretofore, any discussion of the 
plication in this country of the compul- 
| sory insurance schemes that have 
— ed by other governments, has 
| 
| 
| 


the 


ap- 
peen 
been discouraged in the belief that the 
fourteenth amendment of the Federal 
Constitution presented alone a sufficient 
obstacle to prevent, for all time ieir 
adoption here. Personal liberty and 
| freedom of choice have bee egarded 
}as so fundamentally a part of our g 
| ernment as to prohibit effectually the 
introduction of any plan approaching 
paternalism. To-day, three-quarters of 
the States of the Union e enact 
lor are considering, workmet 

|sation laws that are paternal 

| high degree. The tender 

takable, the progress 
| seems to be willing to define 
Under the circumstances, 
National Insurance Bill i 
terest and will be closely stu 
American fraternity. 

Three } azo, Dr. Le 
now of the Metropolit 
exhaustive 

road for t 


cial attention was 


V- 


rapid, a1 


years 


study of e« 


e Russell Sag 


at Lloyd-George’s 
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vestigation of the German sickness in- 
surance system, he was criticized and 
made the subject of some ridicule for 
advocating the introduction of a similar 
plan in Great Britain. Its apparent 
unanimous acceptance now, in its com- 
plete and most radical form, is attri- 
buted wholly to the development of pub- 
lic opinion in three years. 

The attitude of many of our leading 
and most thoughtful insurance men on 
this subject of the introduction into 
this country of foreign insurance ideas 
are interesting and significant. For 
constitutional reasons and because the 
mere suggestion of anything approach- 
ing State insurance would be repugnant 
to the American people, the methods 
used abroad are considered as impossi- 
ble of adoption here. On the other 
hand, it is regarded as unthinkable that 
the old and less progressive countries 
of Europe should surpass us in protec- 
tion of industrial workers and the alle- 
viation of suffering and want generally. 
Protection of this kind is regarded by 
many insurance men as a necessity of 
the near future and they are confident 
that means will be found for its adop- 
tion in this country. 


Effect on American Insurance. 

Supplying indemnity of this kind as a 
possible field of activity for the Ameri- 
can life, accident or liability companies, 
appears in some respects to offer great 
opportunities to American enterprise, 
but from the economic standpoint, it 
would fall short of the German or Eng- 
lish system in that it would not reach 
the great mass of wage earners. Theo- 
retically, there is no reason, perhaps, 
why such insurance should not be un- 
dertaken by the established insurance 
companies, but as a practical insurance 
proposition, the cost would be prohibi- 
tive. 

However, the Metropolitan Life only 
a year ago sought to have passed 
through the legislatures of several 
States, a bill which would give it au- 
thority to write insurance collectively, 
with this very idea in mind of selling 
the indemnity at practically cost. Life 
insurance was not specified in the bill, 
it being the evident intention to cover 
sickness and possibly accident insur- 
ance as well as life. Unfortunately, 
this interesting experiment was denied 
to the Metropolitan, because the Dill 
failed of passage in any of the States 
where it was introduced. One, at least, 
of the great American life insurance 





companies has had under consideration 
plans for broadening the scope of a life 
insurance policy to include benefits for 
illness, advance payments on account of 


the policy for the purpose of securing 
cal attendance or sanatorial 


expert 














treat and a system of free nurs- 
ing service has been maintained for the 
benefit of its policyholders by the Met- 
ropolitan Life for some time. Many 
insurance men believe that the develop- 
nient in this country of these advanced 
insurance ideas, will be brought about 
throug! broadening of the powers and 
activities of the existing life and acci- 
dent insurance companies 


Only Compulsory Plan Effective. 
European experience seems to have 


demonstrated, in the opinion of the ex- 
tha 


perts, at least, at a compulsory plan 
is the only one that fully covers the 
situation. Where insurance of this 
kind has been offered under voluntary 
plans, even at practically cost and un- 
der the protection of the State or by 
the Government itself, as has been done 
in numerous instances in the European 
countries, the bulk of the people show 


no disposition to take the insurance. 
Their indifference to the benefits offered 
has always been interpreted as indi- 
cating that the insurance was not de- 
sired. 


Compulsion Question of Police Power. 

There are those who argue that be- 
cause an insurance plan is compulsory, it 
is not necessarily barred from adoption 
in this country. The provision in our Fed- 
eral Constitution that no State “shall 
deprive any person of life, liberty, or 
property without due process of law, 
nor deny to any person within its juris- 
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diction the equal protection of the 
laws,” is always subject to an inter- 
pretation as to what constitutes the 
limit of police power in the State. The 
Workmen’s Compensation Commission 
ot New York State, which prepared the 
compulsory plan of compensation that 
became a law, went very thoroughly in- 
to the constitutionality of the compul- 
sory feature, and proved to their own 
satisfaction and to the satisfaction of 
many eminent legal authorities in the 
country, that they were within a proper 
exercise of the police power in making 
compulsory, compensation for injured 
workmen in certain extra-hazardous oc- 
cupations. That the law was declared | 
unconstitutional by the Court of Ap-| 
peals on this point, does not settle the} 
question of compulsory insurance in this 
State, say the advocates of compulsion, 
for the police power is constantly un- 
dergoing changes in its interpretation 
to meet changed conditions. Govern- 
ments have the widest latitude under 
the police power in establishing rules 
and regulations for the conduct of per- 
sons and the management of business 
and property which may be conducive 
to the comfort, welfare, and safety of| 
society. Its exercise, however, is al- 
ways subject to inquiry as to whether it 
is an unreasonable, unnecessary, and 
arbitrary interference with the right of 
individuals to their personal liberty. 
The police power is consequently, flex-| 
ible and adapted to the needs of the 
public welfare as they develop. 

Dr. Frankel, speaking on this subject, 
said that, fundamentally, no more than 
this has been done in Germany and 
other European countries which have 
introduced compulsory insurance. In 
the Germanic countries, he said, com- 
pulsion is not a code of mandatory laws, 
but the development of an ethical prin- 
ciple; a social instinct in industry. In 
Germany it is “obligation” rather than 
“compulsion” and implies the recogni- 
tion of a responsibility resting upon all 
citizens alike. In short, it is an exer- 
cise of the police power. 


Ohio’s Radical Bill. 


In this connection, the Workmen's 
Compensation measure which is now 
before the Ohio Legislature, has come 
in for considerable discussion. This 
bill as introduced, established an insur- 
ance fund from which all compensation 
to injured workers would be paid. 
Compensation awards are to be made by 
a commission composed of five mem- 
bers. The nucleus of the fund is to be 
raised by a general property tax, after 
which, all employers in the State will 
be compelled to pay an annual premium 
sufficient to keep the fund solvent 
One quarter of the employers premium 
is to be assessed on the employes, the 
former being authorized to deduct the 
proportional amount from each worker’s 
wages. 

Even so far, this bill is regarded as 
about the most remarkable of its kind 
that has ever been presented for the 
consideration of an American Legisla- 
ture, but it contains other features that 
are perhaps more astonishing still. 
When an employer has paid his prem- 
ium to the State he “shall not be liable 
to respond in damages at common law 
or by etatute for injuries or death of 
workmen.” And, an employe, who, 
“with notice that the employer has paid 
the premium, and continues in employ, 
shall not have any right of action.” 
Furthermore, an employer who fails to 
pay the premium, “shall not avail him- 
self of the common law defenses, to 
wit: The, defense of the fellow servant 
rule, the defense of the assumption of 
the risk, or the defense of the rule of 
contributory negligence.” And, in any 
action for damages, “it shall be the duty 
of the judge, in addition to entering 
judgment for the amount of damages 
found * * * to enter an additional 
judgment for the same amount against 
said employer in favor of the State 
insurance fund.” 

As an example of radical paternalism, 
not to-say iron-fisted compulsion, this | 
bill is without a parallel in the United | 
States. It is of special interest now as | 


(Continued on page 19.) | 
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INTELLIGENT SALESMANSHIP 





The average prospect has no time for ratios and 
literature. 


The report of the New York Insurance Depart- 
ment contains the net cost schedule for twenty years 
of all Companies. 


We have this information in pamphlet form. 


See where thee UNION CENTRAL stands. 


L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 


NINE MILLION DOLLARS 
Deposited With The State of Indiana 
For The Sole Protection of Policyholders 


OUR COMPLETE PROTECTION POLICY 
Protects against Natural Death, Doubles the Payment in the 
event of Accidental Death. Provides for Suspension of Pre- 
miums without Forfeiture in the event of Total Disability 








THE MOST DESIRABLE POLICY FOR ALL AGES 


Address CHARLES F. COFFIN, 
2nd Vice President 
1231 State Life Building 





Good Territory and 
Remunerative Contracts 
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| "8URANCE MEN will note the signifi- 
cant increase in The Northwestern's 
new business during the past five years. _ 

IMPORTANT FACTS relating to this 
business are shown by the following per- 


The Northwestern 


Mutual Life Insurance Co. 





centages: En a 
penses ty nterest 
of Milwaukee 1906 176 02059 4.72 
GEO. C. MARKHAM, President 1907 11.81 58 4.76 
A. Ss. HATHAWAY, Secretary 1908 10.76 59 4.84 
, 1909 10.63 54 4. 
New Business Paid-For Jsi0 10. 58 he 
A 2 paper t is capable of easy demonstration that 
1906 - $98,068,458 The Sorthwestern is the best Company to 
me? ee ngge The Northwest (1910) poli 
ee The Northwestern’s new ) policy 
1908 ee ae 109,685,428 contract with its Dividend Options, Phid-up 
1909 - - - 113,716,188 and Endowment Options, Options of Settle- 
1910 - - + 119,229,283 ment and the Premium Loan features. 
: Issues Partnership and Corporation In- 
Each year larger than any in the oqgance. ites tule rR 
previous history of the Company. BR ion or an Agency, 


H. F. NORRIS, 


) S58. ; ; 
Commenced Business 185 Superintendent of Agencies. 























FIRST IN BENEFITS TO POLICYHOLDERS 


MINIMUM 
NET COST 





MAXIMUM 
DIVIDENDS 


THE MUTUAL LIFE 


Insurance Company of New York 





PAID POLICYHOLDERS IN 1910 
$56,751,062.28 
APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 





For terms to producing agents, address : 
GEORGE T. DEXTER 
2nd Vice President 


34 Nassau Street New York, N. Y. 
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INSURANCE SALESMANSHIP* . 


By W. S. REDFIELD 


General Agent for the New England Mutual Life 
at Providence, R. I. 
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Notwithstanding recent discussions as to whether 
it is literally correct to use the expression “Selling 
Life Insurance” or “The Life Insurance Salesman,” 
I believe our work comes under the head of special- 
ty salesmanship and that those expressions accurate- 
ly describe our profession. To my mind every man 
is to a certain degree a salesman; the laborer sells 
his labor, the doctor sells his knowledge of drugs, 
surgery and human nature, the banker sells the 
credit and security of his bank. The life insurance 
agent sells a service; first, the service of protection; 
second, the service of the financial security of his 
company, and third, the service of his own business 
experience. Bach is successful, according as he per- 
forms his work well or ill, and creates confidence 
in, and desire for, his services. Real salesmanship 
is the power to persuade the other fellow to pur- 
chase at a profit that which we have to sell, and to 
make each purchaser a permanent patron. Bach 
purchaser must be, not only a profitable, but a satis- 
fied and, therefore, permanent patron. In other 
words, salesmanship, in order to be efficient, must 
be associated with business building. The principal 
elements in our definition are: First, Power to Per- 
suade; second, Profit; third, Making of Permanent 
Purchasers, or Business Building, 


The question then arises, where does 
that power to persuade come from? 
Someone replies, “Personality.” Yes, 
but what is personality? “Oh, a few 
things like tact, good-fellowship, etc.” Now, it seems 
to me that personality, particularly in our business, 
springs from a number of sources. Right here, we 
come to the four factors which enter into every sale, 
whether it is a question of selling automobiles, or a 
life insurance policy. First; we have the salesman, 
which in our case is the agent. Second; the goods, 
in our case the company and its policy contract. 
Third; the customer, which we call the prospect or 
policyholder; and fourth, the actual transaction, or 
sale itself. In other words, personality or the power 
to persuade depends on the self-development of the 
agent, combined with his knowledge of the company 
and its policy contract, his knowledge of the prospect 
and policyholder, and his knowledge of the best 
ways to make a sale, or close business. 


Business building requires attention, 
The not only to the question of immediate 
Agent. profits, but the laying of a foundation 
for future and permanent success. 
Therefore, I would name as the two most essential 
attributes as a basis for self-development of the 
agent, sterling character and positive health. Irre- 
spective of the ethical side of the question, no man 
in our business can become a permanent success 
without sterling character and a high degree of 
physical health. With these as a basis, many other 
desirable qualities, such as courage, initiative, 
perseverance, tact, and so forth, can be developed. 
We all have these qualities in a certain degree. You 
never met a man who never used any tact, with 
absolutely no self-confidence, and who was not per- 
severing at some time or other. That fact alone is 
conclusive that we all have a little of each of these 
desirable qualities, but some are developed to a 
much greater degree than others. If you desire to 
develop a certain set of muscles, you would con- 
centrate on exercising those muscles. If you have 
an agent who lacks tact, or self-confidence, or some 
other equally desirable quality, by systematic appli- 
cation, that quality can be developed to a surpris- 
ing degree, 


Power to 
Persuade. 


Now, as regards the agent’s knowl- 

Company edge of the company. I believe he 
and Policy should know something of its history, 
Contract. its financial condition, its general busi- 
ness policy, and the personality of its 

officers. He should also have a knowledge of the first 
three items in connection with the companies who 
are his leading competitors. In order that he may 
have the necessary detailed knowledge of the policy 
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contract, he should make an analysis of its various 
conditions, benefits and privileges and a similar 
analysis of the contracts of his leading competitors 
in order that he may know how it compares in its 
desirability from a policyholder’s standpoint with the 
contracts of his rivals. After having made his 
analysis, he is in a position to formulate what I 
would term a general selling talk. It has been my 
experience that after the attention of the prospect 
has been secured, about the same line of description 
and exposition can be used with each prospect until 
one gets to a point where he can find what particular 
things are most likely to appeal to his man. While 
it is true that the question of effecting an introduc- 
tion and securing favorable attention requires differ- 
ent tactics in almost every case, I believe that each 
agent should have a certain line of talk which will 
start the prospect from a point that is readily under- 
stood, and carry him along by a connected and logical 
discourse to a point where he feels about the prop- 
osition somewhat as you do and decides to act. In 
other words, I believe that the prospect can be more 
successfully solicited by knowing exactly what you 
are going to say to him regarding your proposition, 
say it and then stop talking, giving him a chance 
to act. A very logical and effective selling talk can 
readily be constructed by each agent for his own 
use from his knowledge of the company, his analysis 
of the policy contract and the detailed information 
contained in the loose-leaf portfolio. 
In the first place I have found upon 
The inquiry that almost every general 
Prospect. agent has difficulty in having at hand 
enough prospects to fill out when the 
sub-agent finds that he has exhausted his own in- 
dividual list. In other words, when you find an agent 
who has not only the faculty of hunting and closing 
business, but also of keeping before him at all times 
a sufficient number of prospects, he is not very far 
from a general agent’s position. In almost every 
case the agent needs to be trained in methods of 
securing names of prospects, in methods of securing 
information about individual prospects and in the 
proper way in which to utilize his old policyholders 
to help him get new business. After that, he has 
the question of human nature for a life study. 


This is the point to which all our 
The previous study and effort is to be ap- 
Sale. plied. Before the sale takes place in 
writing or on the prospect’s check- 
book, his mind passes through, consciously or wn- 
consciously, four stages. First; favorable attention. 
Second; interest. Third; desire. Fourth; resolve to 
buy resulting in action. If, with the qualifications 
of the agent and his knowledge of the company and 
of the prospect, as a basis, we can suggest efficient 
ways of securing favorable attention, arousing inter- 
est and stimulating desire, we will have gone a long 
way toward making a successful agent. It then be- 
comes necessary to suggest efficient ways and means 
of bringing about the action of the prospect's will, 
or resolve to buy. In other words, methods of clos- 
ing. Favorable attention properly stimulated be- 
comes interest; interest thoroughly aroused becomes 
desire, and, when a sufficient desire has been creat- 
ed, the prospect naturally acts in accordance there- 
with. One great obstacle for the average agent is— 
securing favorable attention. Many agents make 
several calls a day and feel that they have talked 
insurance to a number of prospects, when as an 
actual fact they have probably not succeeded in gain- 
ing favorable attention except in one or two in- 
stances. The ability to secure favorable attention 
depends to a great extent on knowledge previously 
secured regarding the individual prospect. Until 
favorable attention hahs been secured, it is absolute- 
ly impossible to arouse interest in your proposition. 
The average agent frequently makes the mistake 
when his listener is preoccupied of attempting to 
explain in detail particular points which, in order 
to be understood, require concentration. In those 
cases where one’s statements are not sufficient to 
secure the desired attention, some point must be 
made, which will catch his mind and yet be simple 
enough to be understood, or the matter left until a 
more propitious time. 

There are two ways of reaching the will of the 
average man. One through his reason and the other 
through his emotions. In selling insurance to a mar- 
ried man, the average agent appeals almost entirely 
to the emotional side of the man’s nature, namely, 
to. his solicitude and love for his family, while to 
the Angle man they appeal mainly to his reason, 





submitting the proposition from the or mearen of 
saving and a conservative investment. ~ 
When in Atlanta last Fall, I had 
Reaching Emo- the pleasure of being present at 
tional and Rea- one of the Monday morning meet- 
soning Faculties. ings which Major Guinn holds with 
his men each week. It seems that 
the demand down there is for ordinary life policies. 
The major remarked that he had found it quite ef- 
ficient to demonstrate to a man that the ordinary 
life was really a combination policy. That such a 
contract, taken at age 40, was really a 20-year en- 
dowment for $3,834, a 20-payment life for $5,750, or 
an ordinary life for $10,000. Now, I knew those 
facts as well as Major Guinn, but I had to go way down 
to Atlanta to iearn their best application. I had al- 
ways explained to a prospect that his policy was worth 
so much in cash or paid-up :nsurance, but his method 
is infinitely better in that by calling particular at- 
tention, not only to the fact that his family is pro- 
tected, but that he is creating a savings bank fund 
for his own oid age, you are appealing to his per- 
sonal interests as well as to the solicitude for his 
family; to both his emotional and reasoning facul- 
ties. When a man comes into your office to sell 
you anything, he may talk with you fifteen or twenty 
minutes, but when he goes out there are only one 
or two things which you will remember as appealing 
to your interests. When that salesman comes back, 
only those few points which have actually appealed 
to you will aid him in selling his proposition. Many 
agents can secure attention, arouse interest, even 
create desire, but they fall down when it comes to 
getting the prospect to act. The vital point is to 
discover the actual reason why he will not act. The 
reasons which he gives often only serve to conceal 
more deeply his true reason. The great question is 
to eliminate tactfully and successfully the obstacles 
raised by him until he decides to act, or you arrive 
at the actual reason. When the actual objection is 
reached, whether it be financial or otherwise, you 
know immediately what persuasion to employ, and 
if the obstacle is insurmountable at that time, you 
can leave matters where they can be taken up un- 
der more propitious circumstances. 


You have probably had experience 
Negative with the agent who frequently hinders 
and Positive himself by using negative expressions 
Attitudes. when positive expressions should be 
used. For instance, I have a prospect 
who is about at the point where I think I can get 
him into the office, go over the proposition once 
more, close him up and have him examined. I call 
him up on the telephone and say, “Is this Mr. So 
and So.” “Yes.” “Good morning, this is Smith. 
You don’t think you had better come over to my of- 
fice this morning, do you?” Or perhaps—“You won't 
be able to come over to my office this morning, will 
you?” He replies, “No, I don’t think I will.” Then 
{ talk a minute or two trying to get him to come 
over and finally hang up wondering why I was un- 
able to persuade him. In the first place I told that 
man that he didn’t want to come over, and he agreed 
with me. Now, if I say to someone who is doing 
something which I don’t like, “You don’t want to do 
that,” he immediately hesitates and, unless he really 
has an interest in doing that particular thing, will 
stop it. On the other hand, if I make a sudden sug- 
gestion to him to do something, he directly starts 
to execute the suggestion until reason asserts it- 
self. This simply indicates that a positive or nega- 
tive suggestion produces a certain mental attitude 
before actual reasoning takes place. Now that 
prospect of mine has got to have considerable in- 
terest in my proposition in order to tell me that he 
will come over to the office after I have just told 
him that I did not believe he had better do so. By 
negative suggestions of this kind, the agent simply 
transfers his own doubt and fear to the prospect's 
mind. 
A word as to the element of profit. 
Profit. Anyone can dispose of an article, but 
it takes a real salesman to sell it at a 
profit. Profit represents the means which enables 
us to have the necessities and luxuries of life re- 
quired by our environment, and increases the oppor- 
tunities for education, culture and recreation. Down 
in Rhode Island we have had a forcible illustration 
for a number of years of the cutthroat competition 
which results from rate cutting, and the consequent 
demoralization of agency forces. If you should come 
to Rhode Island to-day you would hardly find a com- 
(Continued on page 16.) 
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AGENCY SUPERINTENDENT WANTED 





Headquarters Scranton, Pa. 


single. 





Population of 750,000 reached by 
trolley. One of the largest and oldest companies. Two Million old 
business to care for. Salary, office expenses, full commissions, re- 
newals. Differential commissions allowed. Applicants must prove 
$100,000 personal business in past twelve months. 

In making application, state references and whether married or 
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NATIONAL LIFE UNDERWRITERS 


BIG INCREASES IN MEMBERSHIP. 





Average Gain from 10 to 15 Per Cent.— 
Financial Affairs in Good Shape— 
Mid-Year Meeting. 





That the National Association of Life 
Underwriters will experience the most 
prosperous season in its history during 
the present year, both as to increased 
membership and in the matter of fi- 
nance, was evident from the discussions 
which took place at the mid-year meet- 
ing of the executive committee held in 
this city last week. It was stated that 
one association had made a net in- 
crease in membership since the annual 
meeting in Detroit of 170 per cent., 
while another was a close second with 
a gain of 150 per cent. Owing to the 
competition now under way in the mat- 
ter off increased membership actual 
figures were withheld, but it is safe to 
say that the total membership for the 
United States has been increased at 
least 10 per cent. since the Detroit 
meeting, and in fact, one prominent 
member stated that the increase would 
be 15 per cent. 

Saving Expenses. 

The corresponding secretary, Everett 
M. Ensign, who has charge of Life As- 
sociation News, stated that the finan- 
ces of the Association were in excellent 
condition considering the fact that the 
1911 dues had not as yet been received, 
and that it was safe to predict that the 
official organ of which he has the di- 
rect charge, will pay a dividend be- 
fore the time of the annual convention. 
The creation of the office of corres- 
ponding secretary and its combination 
with the office of the editor of the 
News has made a saving of from $1,- 
000 to $1,500 per year. 

It was decided to hold the annual 
convention at Chicago on October 10, 
11 and 12, using as headquarters the 
Hotel La Salle. The executive commit- 
tee will convene at 2:30, October 9th, 
for the transaction of such business as 
may be necessary prior to opening the 
convention proper. 

Progress Generally. 

Reports filed at the meeting showed 
that five new associations had been ad- 
mitted to membership since the last 
meeting namely, South Carolina, Miss- 
issippi, Delaware, Nashville and North 
Carolina. National President Henry J. 
Powell stated that ere the time for the 
annual convention he will have visited 
every local association affiliated with 
the National body, and gave a glow- 
ing report of the enthusiasm and heal- 
thy condition of agency conditions in 
the territory in which he had visited 
thus far. President William McBride 
of the Canadian Underwriters Associa- 
tion was present, and reported increas- 
ed membership of 524 during the year. 
He stated that the annual convention 
of his association will be held at Win- 
nipeg, July 12th, 13th and 14th. 

Association Trophies. 

it was decided at the meeting that 

hereafter the three vice-presidents of 


the National Association shall simply 
be designated as vice-presidents in- 
stead of, first, second and third respect- 
ively. Another item of business de- 
cided was that hereafter the trophies 
of the association shall be in the pos- 
session of its corresponding secretary. 
At present there are five trophies, as 
follows: Calef Loving Cup and Ben 
Williams Vase, given as first and sec- 
ond prizes respectively in the Prize 
Essay Contest, and three trophies do- 
nated at the Detroit meeting by Messrs. 
Edwards, Whittington and Waite. The 
Edwards trophy goes to the association 
securing the largest increase in mem- 
bership during the year; the Whitting- 
ton trophy to the man securing the 
largest number of new members and 
that given by Mr. Waite to the associa- 
tion having the best average attend- 
ance at the local meeting. 


Five Minute Topics. 

The topic selected for the five-minute 
discussions at the coming Chicago con- 
vention were as follows: 

When should competition cease? 

At what point in soliciting a risk 
should the competing agent withdraw? 

What methad of training develops 
the highest efficiency among soliciting 
agents? 

How and why membership and local 
associations should be extended? 

The renaissance of life insurance— 
(a) life income insurance vs. insurance 
payable in one sum; (b) business and 
corporation insurance; (c) corporation 
insurance; (d) closing at first inter- 
view. 

The topic for the prize essay will be 
Constructive Life Insurance. The 
members present at the meeting were 
entertained at a beefsteak dinner given 
by the New York Association in honor 
of Tilden Blodgett. 

Present at Conference. 

Among those present were the fol- 
lowing: 

Percy V. Baldwin, Boston, chairman; 
Neil D. Sills, Richmond, Va., secre- 
tary; Eli V. Weeks, Waterbury, Conn., 
treasurer; Everett M. Ensign, New 
York, corresponding secretary; Robert 
D. Sheridan, Atlanta; C. W. Orr, Fort 
Wayne, Ind.; Mrs. Florence E. Shaal, 
Boston; William W. Wood, Pittsburgh; 
J. E. B. Sweeney, Wilmington; Robert 
F. Palmer, Chicago; M. W. Mack, Cin- 
cinnati; George H. Olmstead, Cleve- 


‘ land; George A. Rathbun, Los Angeles; 


W. G. Carroll, Philadelphia; G. C. Sin- 
clair, New York; W. S. Parks, Syra- 
cuse; Ernest J. Clark, Baltimore; 
Charles F. Adams, Buffalo; R. H. Lake, 
Memphis; J. H. Quinlan, Newburgh; 
R. M. Northrop, Hartford; H. S. Wal- 
dron, Springfield, Mass. The following 
ex-presidents of the association were 
also in attendance: Charles H. Ray- 
mond, New York; Richard E. Cochran, 
New York; John Dolph, Washington; 
Charles Jerome Edwards, Brooklyn. 
Baldwin a Good Chairman. 

A noteworthy feature of the meeting 
was the manner in which its business 
was handled as compared with previ- 
ous meetings. Heretofore it has been 
the custom to open the sessions at 10 
o’clock and continue through prolonged 
and, as viewed by some, useless discus- 
sions, continued till 4 o’clock or after. 
On this occasion, however, Percy V. 
Baldwin, chairman, took charge of the 
session with vim with a result that ft 
was over by 1 o’clock. : 


Incorporated as a Stock Co. pany by the State of Illinois 





HOME OFFICE 
Fifth Floor, Tacoma Building, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 








National Life Insurance Company 
MONTPELIER, VERMONT 
Mutual. Organized 1850. 


This company has increased its dividend scale this year for 
the third successive year, and the increase applies to all partici- 
pating policies in force from 1850 to date. 


An attractive monthly income policy just placed on the 
market. 


A good agency opportunity for the right man in Central 
New York. 
CORRESPONDENCE INVITED 








oe 
50 YEARS’ ENVIABLE RECORD-—LIBERAL POLICIES 
LOWEST NET COST—SATISFIED POLICY HOLDERS 
PROSPEROUS AND PROGRESSIVE REPRESENTATIVES 
What more do you want, or could you ask? 
We have openings in the Middle West for 
TWO GOOD MEN 
Further particulars may be obtained by addressing 
X. Y. Z., care of The Eastern Underwriter, 105 William St., New York 








Majestic Life Assurance Gompany 


(INCORPORATED) Home Offices: INDIANAPOLIS, INDIANA 
$100,000 DEPOSITED WITH INSURANCE DEPARTMENT 


F. W. KILLEN, President GEORGE J. ROGERS, Vice President 


JOS. N. FINLEY, Second Vice President R. M. AYRES, Secretary 
DR. HARRY HUBBARD, Treasurer 


Stock Salesmen and Life Insurance Men of Ability Desired 














WHY NOT 
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Mutual Life Insurance Company 
OF BOSTON, MASS.? 


WHY NOT 
THE 18 PAYMENT LIFE? 


WHY NOT 
THIS AGENCY? 


‘IT DOES THINGS—TRY US 








WILLIAM N. COMPTON, General Agent 
Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 
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N. C., and Savannah, Ga. 


Address with references 





CENERAL ACENTS WANTED 


The Oldest and Strongest Southern Life Insurance Company 
wants General Agents at Norfolk and Petersburg, Va., Wilmington, 


Annual and Deferred Dividend and Non-Participating Policies. 
Renewal commissions unexcelled. First year commissions liberal.’ 


ESSINGTON, °° The Eastern Underwriter, 105 William St., New York, N. Y. 














PRATERNALRERORM MOVEMENT *: 


PROGRESS NOT SATISFACTORY. 








Bills Introduced Passed in Eight States 
and Failed in Fifteen—Enforce- 
ment Postponed. 





The tentative uniform bill, providing 
for the readjustment of fraternal life in- 
surance to a sound basis, and proposed 
by the great fraternal orders and the 
insurance commissioners for enactment 
by the several States, has been meeting 
with varying success and failure. It has 
been enacted up to date by the legisla- 
tures of eight States, to-wit, Alabama, 
California, Idaho, Missouri, Montana, 
Oregon, Utah and Washington. It has 
failed of passage in fifteen, to-wit, North 
Carolina, Delaware, New Jersey, West 
Virginia, Indiana, Michigan, Minnesota, 
North Dakota, South Dakota, Nebraska, 
Kansas, Oklahoma, Texas, Iowa and II- 
linois, 

The results so far do not mean defeat 
by any means. “Reforms never go back- 
ward,” though temporary reverses may 
be met with. There are yet other States 
to be heard from, some of which will 
pass the bill. In the meantime, several 
years will intervene before readjust- 
ment of rates will be necessary. During 
that period some of the States that have 
voted unfavorably will reverse their ac- 
tion, and others, that have not yet pass- 
ed upon the measure, will add their ap- 
proval. 

The important fact is to be remem- 
bered that success of the reform does 
not require the favorable action of all 
the States. All the more important 
orders are operating in a number of dif- 
ferent States, many of them in prac- 
tically all States. When the law be- 
comes operative (1914) in the eight 
States by which it has been enacted, 
and in others which may adopt it in 
the next three years, all orders that fail 
to comply with its provisions will be 
compelled to retire from such States. 
Withdrawal will be virtually impractic- 
able, for the lodge system is an essen- 
tial feature of fraternal insurance, and 
lodges cannot be maintained in States 
in which an order is not licensed. The 
enactment of the law, therefore, in even 
a small minority of the States. will com- 
pel nearly all orders to comply with its 
provisions. Those thus forced to com- 
ply will unite in vigorous efforts to se- 
cure the passage of the bill in other 
States, in order to compel all other or- 
ders to accept its provisions; for they 
cannot permit the ruinous competition 
of cheaper concerns. There is little 
room for doubt, therefore, that within 
a very few years assessment insurance 
will be a thing of the past. We shall 
have only legal reserve companies and 
fraternal orders operating on a safe and 
scientific plan. Business assessment as- 
sociations will he compelled to retire or 
to reorganize on the legal reserve basis. 


BABLER TO REST ABROAD. 





Agents of International Life Plan Busi- 
ness Campaign During Absence 
of Vice-President. 

J. L. Babler, vice-president and gen- 
eral manager of agencies of the Inter- 
national Life of St. Louis, has sailed 
for Europe to enjoy a well-earned vaca- 
tion. 

Taking advantage of the opportunity 
afforded for the field force to honor Mr. 
Babler, President Wilson, Agency Di- 


rector ‘Doyle and Desetbie ‘enitinen 
have asked for a special effort in the 
way of new business. From the joint 
letter to the agency force we cull the 
following: 

“As founder of the International Life, 
Mr. Babler has taken a keen interest in 
ali of the affairs of the Company, but 
has mainly directed his energies to the 
up-building of a great agency force, and 
it has occurred to the .ndersigned offi- 
cers that in his absence we might in- 
crease the volume of business and pay 
worthy tribute to his excellent qualities 
of mind and heart. Since the organiza- 
tion of the Company he has never taken 
a day off for rest, and is an indefatiga- 
ble worker; he has been termed a ve- 
ritable “human dynamo.” We can 
conscientiously say that scarcely an 
hour has passed, whether at his desk 
in the office or elsewhere, in which Mr. 
Babler has not given first thought to 
the International. Not only is he a 
tireless worker, but possesses an inex- 
haustible fund of enthusiasm, and is 
thoroughly in love with his Company— 
ambitious to see it one of the greatest 
in the land—and has instilled enthusi- 
asm into the agency force and the ex- 
ecutive officers, which has borne such 
splendid fruits as is demonstrated by 
tne great success of the Company.” 





HARRY GORDON IN CHARGE. 





Succeeds W. C. Culkins in Monthly 
Department of Equitable—Busi- 
ness to Be Pushed. 





In succession to W. C. Culkins, who 
last week resigned as manager for the 
monthly department of the Equitable 
Life Assurance Society, with headquar- 
ters at Cincinnati, Harry Gordon has 
been appointed superintendent of the 
department and will make his head- 
quarters at the home office of the So 
ciety. 

Contrary to predictions, it is the in- 
tention of the management of the 
Society to push this department which 
has been tried out in three of the Cen 
tral Western States, and which is be 
lieved to be possible of great results. 

As is well known to our readers, the 
plan was suggested by the late presi 
dent, Paul Morton, and his insurance 
assistant, H. L. Rosenfeld. A commit- 
tee was appointed to consider its feasi- 
bility, with the result that a monthly 
premium department was established 
with W. C. Culkins as manager. Mr. 
Culkins made his headquarters in Cin 
cinnati, because of a desire to confine 
the experiment to three Central West- 
ern States for the time being. 





With W. N. Compton. 





John Anslow, formerly with the 
Union Central and the Northwestern 
Mutual at Springfield, is now identified 
with the New York city agency of the 
John Hancock Mutual, under General 
Agent W. N. Compton. 

In this connection, Mr. Compton ad- 
vises us that the production of his 
agency for the first four months of 
1911 is over $250,000 more than the 
paid business for during the same peri- 
od of 1910. 





Now Privileged to Write Health and 
Accident Insurance. 





Under a newly granted amendment to 
its charter, the Connecticut General Life 
Insurance Company, of Hartford, is now 
privileged to write personal accident 
and health insurance in addition to life 
insurance, if it so will. 
















Our Stock Option Policy Sells Itself 


OUR [MEN ARE ALL MAKING 
MONEY BECAUSE WE HAVE 


A SPECIAL PROPOSITION TO OFFER PRODUCERS 









WRITE FOR PARTICULARS 









Standard Mutual Life Insurance Company 
OF AMERICA 







Home Office, Commonwealth Bidg., Pittsburgh, Pa. 














| IMPORTANT POSITIONS | 


are waiting for capable Agents in much de- 
sirable territory, ready for occupancy when- 
ever suitable men are available. rrespond- 
ence welcomed with those who can produce 
applications, who are energetic workers and 
successful solicitors. WR. AT ONCE. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
Frep E. RicHarps, President 


Address ALBERT E. AWDE, Supt., 
either 396 Congress Street, Portland, Maine 
THORNTON CHASE, Supt., 
405 Exchange Bidg., Los Angeles, Cal. 











ANOTHER BEAUTY 


We've told you comemes of the beau- 
ties of our 2U Payment L ife, Decreasing 
Premium Policy. Here’s another. 20 
Payment Life, Decreasing Premium, with 
Endowment Options. Two contracts in 


one. You can pay a decreasing scale of 
premiums (ranging at age 30, from $43.43 
the first year, to $18.80 the re 
year) and mature it as a 20 Payment Life. 
Or you can pay the full premium and ma- 
ture it as an Endowment in 20 years. Or 
you can pay full premiums for 12 years 
(at age 30) and it will then be fully paid- 
up for Life for its face amount. Or you 
can drop from the higher to the lower 
premium at will and we Guarantee to re- 
turn in cash the difference between the 
two rates with 4% compound interest. 
These, and other liberal features, are 
guaranteed and written in the police y. 

f you want to handle this line of easy- 
selling, liberal policies, write us, in con- 
fidence. Grasp your opportunity at once 
—the territory you want might be closed 
later. 


Des Moines Life Insurance Co. 


W. A. HARBACH, Secretary 
DES MOINES, IOVA 








ILLINOIS LIFE INSURANCE (6 
eRIGASO) 


CHICAGOS 
GREATEST 
COMPANY 


OLDEST 
IN 
CHICAGO 


LARGEST 
IN 
ILLINOIS 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 











NOW ORCANIZINC 
THE CITIZENS LIFE INSURANCE COMPANY OF AMERICA 


Home Gmisae—Reading, Pa. 


THE READING FINANCE AND SECURITIES COMPANY INC., Fiscal Agents 
402-404 Colonial Trust Bidg., Reading, Penna. 








UNUSUAL FEATURES 
IN LIFE, ACCIDENT AND HEALTH INSURANCE 





SHORT FORM POLICIES 


NEW METHODS OF COMPENSATION 


CLEAR—TERSE 


EASY TO READ AND UNDERSTAND 
LOWEST NON-PARTICIPATING RATES 








The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Cen’! Mgr. 
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BVOLUTION IN EXAMINATIONS 


HAS WROUGHT GREAT CHANGES. 








Systems Inaugurated By Actuary S. H. 
Wolfe Adopted By State Depart- 
ments and Corporations. 





In noting the great changes that 
have taken place in connection with 
the insurance business during the past 
decade, no one feature stands out more 
clearly than that pertaining to exami- 
nations by State insurance depart- 
ments. A comparison of the method of 
examinations used ten years ago with 
those now in general use, will indicate 
how vitally different are the methods 
of scrutiny. Formerly it was considered 
sufficient if the solvency of the corpor- 
ation were determined, whereas an ex- 
amination to-day consists not only of a 
verification of the assets and liabilities, 
but covers a number of collateral is- 
sues, such as the method by which se- 
curities were acquired, from whom the 
securities were bought and to whom 
they were sold; the cause of the acqul- 
sition or the disposal of securities, the 
method of treating policyholders and 
the existence of any dangerous condi- 
tion even in the most intimate per- 
sonal details of internal management. 
Above all things, the idea of publicity 
as a cure for improper conditions is 
recognized; the existence of wrong 
conditions is made a matter of record 
and reported to the supervising officer 
and as a rule, the extent to which pub 
licity is given to such errors is a mat- 
ter directly within the control of the 
supervising officer. 

Approved By Underwriters. 

If we were to look for the individual 
more than any other responsible for 
the beneficial changes in the method of 
conducting examinations, to none could 
greater credit be given than to S. H. 
Wolfe of New York city, who has de. 
veloped as an associate his brother, 
Lee J. Wolfe: 

Mr. Wolfe, recognizing from person 
al contact with officers of corporations 
the great need for a system whereby 


evils existing, in many cases largely 
through ignorance, might be eliminat- 
ed, submitted to a number of practical 
underwriters, the question as to the 
feasibility of making examinations for 
their insurance companies in the same 
way that an investigation would be 
made if an insurance department were 
in charge, but amplifying the work so 
that it would include a certain amount 
of auditing which would not be under- 
taken by a departmental examiner. 
The assurance given Mr. Wolfe that 
the idea would be a most beneficial in- 
novation led to the development of an 
office force numbering some fifteen 
persons, which is competent to take 
complete charge of periodical audits 
and special matters which come up 
from time to time in insurance corpo- 
rations. 


Independent Audits. 

The visit of independent examiners 
should be welcomed by officials as a 
moral tonic to employes of an office. 
The good effects are not found solely 
in the maintenance of a rigidly honest 
condition, but alsoin the fact that these 
audits act as an incentive to keep the 
work up to date and to prevent delays 
in making proper entries. If an ac- 
countant’s books are not found in such 
shape as to permit of an easy audit, a 
memorandum to that effect is transmit- 
ted through the proper channels to his 
superiors; a knowledge of this is the 
best incentive to the proper mainte- 
nance of his records. 


The Passing of Control. 


An interview of a half hour with 
Mr. Wolfe furnished a surprise as to 
the large measure to which his office 
has become a pronounced factor in the 
insurance business. For instance; when 
a group of capitalists contemplate the 
purchase of an insurance company they 
wish to know its condition not only 
from the usual accounting standpoint 
but also as it will be reviewed by in- 
surance departments to whom the com- 
pany will have to report and by whose 
standards its conditions will be deter- 
mined, and Mr. Wolfe’s office has been 
called upon to handle such _ proposi- 


tions from every possible phase, name- 


ly; accounting, policy forms, valuation, 
underwriting methods, legal matters 
pertaining to the titles of the assets, 
and to the proper estimate of losses, 
appraisals of real estate and mortgage 
holdings, 

A Casualty Deal. 

In December last a casualty compa- 
ny reinsured some business from a like 
institution. In order that the record of 
the year might be correctly prepared it 
was essential that a prompt determina- 
tion of the liabilities should be had. 
Mr. Wolfe’s trained office force was 
able to furnish thousands of calcula- 
tions within the short space of time 
necessary. 

“Jacking Up” Collections. 

Another phase of work which has 
proved profitable is that of audits in 
the way of requiring agents to make 
prompt remittance of the premiums 
collected. To an extent probably great- 
er than is realized, it is the practice of 
some agents to retain premiums in 
their possession long after they have 
been collected from the insured. Policy- 
holder ‘A and policyholder B may both 
have paid their premiums to the agent, 
but for some reason best known to 
himself, or perhaps through mere cus- 
tom, the agent decides to retain the 
premiums until the sixty or ninety days 
allowed by his contract had expired. 
When the time for settlement arrives 
not infrequently the money has been 
used for other purposes and in order 
to square accounts the premiums from 
policyholder C and policyholder D re- 
ceived in the meantime are used to set- 
tle the account. If allowed to become 
chronic this condition acquires danger- 
ous proportions. Mr. Wolfe has estab- 
lished a system for effectively handling 
this situation. 

Miscellaneous Work. 


Fire, life, casualty, surety and 
Lloyds are each treated in the way 
best calculated to develop the weak 


points of the organization, and there 
can be no question that the independ 
ent periodical examinations secured 
from an office such as that of Mr. 
Wolfe greatly facilitates the work of 
the departmental examiner. 


Insurance departments not possess- 


ing a force of examiners, or tempora- 
rily embarrassed by having too much 
work have called upon Mr. Wolfe’s 
office for trained men to take charge 
of examinations. 

Another department of the work of 
Mr. Wolfe’s office is the preparation of 
accounting forms for newly established 
companies and for institutions desiring 
a re-organization in their accounting 
departments. 


To Study Conditions Abroad. 


In addition to the foregoing, which 
embodies work for some 25 State go\ 
ernments and institutions throughout 
the entire country, Mr. Wolfe stil] ro. 
tains his original work of a consulting 
actuary, viz., the preparation of policy 
forms, rates, surrender values, pension 
plans, inheritance tax calculations for 
the courts and the analysis of unde; 
writing and investment, profit and loss 
2ccount. 


’ Recognizing the great progress which 
is being made in the development of 
workmen’s compensation and insurance 
against unemployment, Mr. Wolfe will 
sail for Europe on the 24th instant, and 
while abroad will study conditions, per 
taining to these two branches in vari 
ous centers on the continent. 


The Master Mind. 

By temperament S. H. Wolfe is pecu- 
liarly fitted for the work in which he is 
so successfully engaged. Calm, judicial 
and penetrating, he arranges his pro- 
gram with extreme deliberation, thor- 
cughly outlining every important phase 
of a company’s activities he desires 
covered and then pursues the plan un- 
deviatingly. If, as is frequently the 
case, intricate questions of manageria! 
policy are involved, Mr. Wolfe studies 
each problem, weighing carefully the 
pros and cons, always seeking the most 
complete knowledge bearing upon the 
matter under review, and only render 
ing his decision after the whole subject 
has been thoroughly mastered. This re- 
sult of this policy is that, while manag 
ing underwriters and others may 
frequently do, differ with Mr. Wolfe in 

(Continued on page 16.) 
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APPROVE PRESIDENT DAY 





AT GENERAL AGENCY CONVENTION 





Atlantic City Meeting a Red Letter 
Affair in the History of the 
Equitable Life. 





With a representation of from 75 to 
g0 per cent. of its entire production, 
from the viewpoint of general agents, 
and the “bone and sinew” of the home 
office and supervising staff of the Equi- 
able Life Assurance Society in attend- 
ance at the Fourth Biennial Meeting of 
the General Agency Association of the 
Society held at the Marlborough-Blen- 
heim Hotel, Atlantic City, on Friday 
and Saturday of last week, it may be 
said that it was a red letter affair and 
one long to be remembered by those 
present. 

There were in attendance 75 general 
agents or managers holding member- 
ship in the association, 15 home office 
officials and 14 field supervisors. 

Home Office Representation. 

Those present from the home office, 
as guests of the Association, were: 

William A. Day, president; George T. 


Wilson, vice-president; William Alex- 
ander, secretary; Robert Henderson, 
actuary; Gerald R. Brown, comptroller; 
Dr. Franklin C. Wells, Dr. Thos. H. 
Zockwell, Charles E, Phelps, Leon O. 
Fisher, H. L. Rosenfeld, 8S. S. McCurdy, 
W. E. Taylor, W. N. Edelstein, Walter 
E. Johnson, John A. Hartigan, William 
J. Graham, A. G. Borden, H. S. Terbell, 


W. E. Wilkinson, T. [. Johnson, E. P. 
Langley, S. P. Stearns, C. C. Hazell, A. 
R. Chamberlain, F. L. Jones, C. L. Kut- 
newsky, C. A. McLane, Leslie C. York 
and Miles Lasater. 

Topics Discussed. 

Sessions were held both morning and 
afternoon of the two days, so that it 
was clearly a business convention as 
will be noted from the following topics 
discussed: 

First Day. 
The Equitable and Its Policy Contracts. 

(a) Points of Superiority. 

(b) Corporation and Business Insur- 
ance. 

(c) Insurance to Protect Bank Cred- 
its 

(d) Life Income Insurance. 

(e) Up to Date Policy Features. 

(f) The Modern Annuity. 

(g)How to Get New Business on Our 
Increasing Dividends. 

(h) How to Settle Maturing Deferred 
Dividend Policies. 

(i) How to Reduce Lapses. 

Second Day. 
How to Secure New Agents. 

(a) From what Classes 
Agents. 

(b) Securing Agents by Advertising. 

(c) Making Full-Time Agents from 
Part-Time Men. 

(d) School Teachers as Agents. 

(e) Country Bank Cashiers as 
égents. 

(f) Securing Agents through Super- 
visors. 

Training New Agents; not What to do, 
but How to do it. 

(a) How to Equip a New Agent. 

(b) How to Start a New Agent. 

(c) Requiring Daily Reports from 
New Agents. 

(d) Should New Agents who Refuse 
to do Joint Work be Retained? 

(e) How many new Agents can a 


to draw 








Wanted By Advertisers. 





Several special advertisements ap- 
pear in this issue, in each case from 
highly responsible companies or indi- 
Viduals. 

An agency superintendent is desired 
for the Scranton, Pa., district. 

An old, well established company 
advertises for a general agent for Cen- 
tral Western territory. 

Another reliable institution has sev- 
eral openings for general agencies in 
the southern field, due to a decision to 
increase its activities in that territory. 


General Agent Successfully Train at 
one time? 
Agency Education (apart from training). 

(a) The Insurance School vs. Field 
Training. 

(b) Salesmanship Courses and their 
Value. 

(c) System: How to get the Solicit- 
ing Agent to Adopt and Follow it. 

(d) Does Enthusiasm count for more 
than Education. 

(e) Cold Analysis vs. Sentiment. 
Agency Organization. 

(a) Are Country Fields best Cov- 
ered by Traveling or Resident Agents? 

(b) When to use Part Time Agents 
and when Not to. 

(c) Value of a Bureau of Informa- 
tion and References. 

(d) How to get New Prospects. 

(e) Employing Supervisors in City 
and Country. 

(f) Six Days or Sixty Days—to De- 
liver the Policy. 


Memorial to Paul Morton. 


A feature of the Saturday morning 
session was the presentation of a mem- 
orial to Paul Morton, late chief execu- 
tive, which was responded to by Presi- 
dent Day, who paid a touching, person- 
al tribute to Mr. Morton as a close 
friend and most capable business asso- 
ciate. President Day's remarks were 
most eloquent and impressive in their 
effect. It was evident that his eulogy 
outlining the greatness of Mr. Morton, 
as he had been permitted to know him 
through personal contact day by day, 
for many years, was voicing the senti- 
ments of those who heard him. 


Speeches Extemporaneous. 

As indicating the high grade men 
representing the Equitable Life in a 
managerial capacity it may be etated 
that most of the addresses on topics 
given above were extemporaneous. Each 
speaker was a master of his subject. 

Edward A. Woods, manager at Pitts- 
burg, gave a talk on the new phases of 
insurance and their application to the 
individual and business life, which has 
not been excelled at an Equitable con- 
vention. It was a masterly talk, brim 
full of “meat” for the man with the 
rate ibook. 

William Alexander, secretary of the 
Society; Henry L. Rosenfeld, insurance 
assistant to the president and W. E. 
Taylor, superintendent for the Eastern 
States, spoke on “Modern Policy Con- 
ditions.” 


Resolution Supporting Pres. Day. 

Throughout the convention the great- 
est enthusiasm ard cordiality was 
shown for President Day, culminating 
in the passage of a resolution pledging 
hearty support to his administration. 

A resolution was also adopted refer- 
ring to the long service to the Society 
and devotion to the agency force of 
Second Vice-President George T. Wil- 
son. 

Concluding Banquet. 


The closing feature was a banquet at 
which Charles Jerome Edwards pre- 
sided as toastmaster. The toasts and 
speakers responding were as follows: 

“Our Equitable,” William A. Day, 
president; “Our Agents,” George T. 
Wilson, second vice-president; “Our 
Association,” Henry J. Powell, manager 
at Louisville. “Our Ladies,” Dr. Frank- 
lin C. Wells, medical director; “Our 
Future,” Edward A. Woods, manager at 
Pittsburg. 

Jacob Weil, general agent at Phila- 
delphia, was responsible for much mer- 
riment at the banquet in rendering 
songs referring to officials of the com- 
pany and various general agents, the 
songs, which were sung to popular airs, 
being composed by Mr. Weil. 

No mention of the dinner would be 
complete without reference to the de- 
lightful singing of Mrs. J. C. G. Army- 
tage, wife of the Society’s general agent 
at Winnipeg, Can 

The committee of arrangements to 
whom is due the credit for the great 
success of the meeting was: Charles 
Jerome Edwards, Edward A. Woods, 





1860 Blst Year 


Home Life 
Insurance 


Company 


of New York 


GEORGE E. IDE, President 


| aes ee $25,025,299.06 
Insurance reserve fund, 
CEG... 020s veces « +a$20,987,789.93 
Reserve for deferred 
dividends............ $2,292,947.00 
Reserve for all other 
contingencies........ $1,794,612.13 
Insurance in force, 
December, 3ist, 1910 
$100,214,968.00 


1911 


“As aresult of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly."—Extract from Report of the 
New York State Examiners, Dec. 24. 
1910. 








WE KNOW 
IT’S WHAT YOU WANT 


OUR MEN 


GET BUSINESS 


Because our Policies 
are put up right and 
appeal to prospects 


WRITE TO 


HARTFORD LIFE 


HARTFORD, CONN. 





| THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
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FINANCIAL STATEMENT 

| | Assets Jan. 1,1911 .... $54,422,643.60 
| | Liabilities............... 50,108,449.79 
I asstabas essscernbe 4,314,193.81 





Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 





EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 








THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 








—_— OFf— 
Properly written and carefully selected 
business. No stock selling, board or re- 


insurance schemes. No contracts made by 
correspondence. A personal interview can 
be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 











Assets $2,127,667.58 - 


For Territory Address 


Z RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 


- Liabilities $1,891,363.65 


Surplus to Policyholders $236,303.93 














Courtenay Barber, and Thomas B. 
Sweeney. 








(ireat Southern Life Insurance Company 


HOUSTON, TEXAS 


Insurance written first year over 


SIX MILLION DOLLARS 


‘ADMITTED ASSETS 
$1,038,051.16 


We want good men to represent a good 


Address 
O. S. CARLTON, Vice President 
**It is the Largest Company ever organ- 


Company. 


zed in Texas and the most successful.*’ 
i 


Commercial and Financial World 
New York, July 16, 1910 
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INFORMATION FOR “LAYMAN” 


CARRY. 





BEST INSURANCE TO 





Is Fraternal Protection Ever Advisa- 
ble?—Interesting Points for Begin- 
ners and Others. 





A “Layman” asks us to give him in- 
formation upon three points which are 
rather primary in their nature, but 
which are just the thing upon which 
the people generally are least inform- 
ed. The questions are: 

1. How much life insurance should 
a man carry whose income from all 
sources is $2,500? 

2. (a) What sort of policy is best 
adapted to the needs of a young man 
of 35 or under? (b) What form would 
you recommend for a man over 35? 

3. Is the carrying of fraternal insur- 
ance ever advisable? 

The beginner in life insurance may 
find matter of interest in the following 
answers: 

Income Policy Most Desirable. 

The answer to question No. 1, as to 
how much life insurance a man should 
carry whose income from all sources is 
$2,500, will depend upon a variety of 
circumstances. Presumably, however, 
the question refers to the average case. 
Accordingly, it must be remembered 
that the chief purpose of life insurance 
is protection rather than investment. 
This is best secured by leaving the 
beneficiary an income in lieu of a lump 
sum of money. When the policy is 
payable in a single sum, the money 
must be invested in order to produce 
an income, for it is an income that 
must be had. The beneficiary is usu- 
ally without business experience, and 
unfortunate investments with subse- 
quent loss of principal too often result. 

The aim of the insurant should be to 
leave his family an income sufficient to 
maintain them in the style of living to 
which they have been accustomed. 
This may not always be practicable. 
The average man with an income of- 
$2,500 a year usually spends it all, or 
nearly all, reserving perhaps a pittance 
for life insurance. He could not well 
carry insurance enough to leave his 
family an income of $2,500, nor would 
this be necessary, for the recipient of 
an income of $2,500 ought to put aside 
at least $500 a year as a provision for 
the future. The family will not be ex- 
pected to do this out of the income de- 
rived from life insurance, and will 
therefore not require the extra $500. It 
is probable too that the insured’s per- 
sonal share of the family expenses 
amount to another $500. This will not 
be needed after he is gone. If then the 
family is left with an income of $1,500 
a year, they may well be able to main- 
tain their former style of living. 

Determining Amount Practicable. 

If money is worth 5 per cent., the 
sum of $30,000 would be required to 
. produce an income of $1,500, without 
considering taxes and the expense per- 
taining to investment of the fund. At 
age 35, insurance to the amount of $30,- 
000 on the ordinary life plan would cost 
about $675 a year; but this is $175 
more than the insurant is supposed to 
save out of his yearly income of $2,500. 
However, the appropriate function of 
life insurance is to provide the benefi- 
ciary—generally the widow—with an 
income while she lives and an income 
guaranteed to continue at least until 
the youngest child has attained adult 
age. If not more than $500 is available 
for premiums, as in this case, the bene- 
ficiary may have to content herself 
with an income of $1,200. 

A Continuous Instalment policy pro- 
viding an income of $100 a month, or 
$1,200 a year, will cost on the ordinary 
life plan, assuming the insurant is 35 
and the beneficiary 3), approximately 
$480. This policy would provide an in- 


come of $100 per month for a guaranteed 
period of twenty years and as much 
live. 


longer as the beneficiary may 











Twenty years will be sufficient to see 
the youngest child self-supporting, and 
the income is certain for that time. If 
the beneficiary is still living at the end 
of twenty years, she will continue to 
receive the income during her remain- 
ing lifetime. 

Relation of Age to Form of Policy. 

Respecting question No. 2, age 35 is 
hardly the dividing line. Up to the age 
of about 50 the considerations that in- 
fluence the insurant do not vary greatly 
with age. The young man of 35 may 
take a Twenty Year Endowment, which 
would give him his money at 55. He 
looks upon the latter age as the proper 
age for retirement; but the man of 50 
realizes that one does not become old 
until 70 or later. Even to a man of 50, 
therefore a Twenty Year Endowment 
may appear attractive, depending upon 
circumstances. If, however, we are to 
consider actual experience, a majority 
of men 50 years of age and older prefer 
the ordinary life plan. Most insurants 
of 50 and older are perhaps looking only 
for protection, and at that age the or- 
dinary life rate is usually as high as 
the insured is willing to pay. 
Endowment Not Generally Desirable. 

A young man is usually inclined to 
endowment insurance, with the idea that 
he would accumulate “something for 
himself.” The average man, however, 
has a family to protect, and cannot 
ordinarily carry sufficient protection on 
the endowment plan. Neither is en- 
dowment insurance especially important 
as a means of saving, since the cash 
values of modern policies are so con- 
siderable in old age as to constitute at 
least a semi-endowment. If the young 
man with a family to support will take 
an Ordinary Life, or even a Twenty 
Payment Life policy, he can carry a 
much larger amount of protection for 
his family than on the endowment plan; 
and when he reaches the age of 60 years 
or more, he can cash in his policy for 
half or two-thirds its face value. If 
in the meantime he has permitted his, 
dividends to accumulate as additional 
insurance, his protection has been in- 
creasing all the while and the cash value 
in later years will probably approxi- 
mate or exceed the face amount of the 
original policy. 

Disadvantage Peculiar to Endowments. | 

For another reason it is generally 
better to carry some form of life policy 
other than an endowment. A Twenty 
Year “Endowment issued at age 30 ma-| 
tures at 50, and the insured must then | 
surrender his policy for cash. This may | 
be very satisfactory at the time, but | 
the policyholder may need insurance | 
then as much as ever he did. He may, | 
however, be uninsurable at the time so | 
that another policy cannot be had, and 
in any event the cost at his then age 
would be much greater. At 30 he could 
have carried nearly double the amount 
of protection on the ordinary life plan, 
and at 6) the cash value of his larger 
policy would generally be equal to an 
endowment of half the face amount or 
more. If in the meantime he has been 
able to let his dividends accumulate as 
additions, the cash value would be still 
greater. If at 50 or 60 he no longer 
needs protection, he can take his cash; 
but if protection is still required, he 
can continue his life policy at his own 
option. In the meantime, the cash value 
is increasing, and years later, when pro- 
tection is no longer needed, he can sur- 
render his insurance and take his 
money. In other words, a life policy 
of any form may be regarded as virtual- 
ly an endowment at the option of the 
insured. It must be remembered also 
that if one takes out a life policy as 
a young man, when he especially needs 
protection and his income is small, he 
can change it without medical examina- 
tion to an endowment policy at a later 
period, when his increased income ren- 
ders the change practicable. 

When Fraternal Insurance May Be 
Permissible. 

Respecting No. 3, fraternal insurance 
is almost all conducted on the assess- 
ment plan. This means that the pro- 
tection furnished is at best temporary. 








This is well understood now by the pub- 
lic, and the fraternal orders of the 
country themselves have accepted it as 
a fact. The enlightened leaders of these 
orders have recently united with the 
insurance commisioners in the prepara- 
tion of a tentative uniform bill for en- 
actment in the various States, provid- 
ing for the readjustment of fraternal 
insurance to a scientific basis. This 
will come about in the course of a de- 
cade or sooner, and will necessarily in- 
volve a very large increase in rates. 
It will, however, be far better for the 
members of these orders themselves, for 
safety and certainty are more important 
in life insurance than any question of 
cost. It will be better for the wage earner 
to carry less insurance and be safe, than 
to carry a larger amount only to be 
disappointed in the end, with his family 
unprovided for if he should live for 
many years. 


The man who takes fraternal insur- 
ance now must consider the fact that 
the present low cost will be greatly in- 
creased in the near future. When the 
change is made to a sound basis and 
higher rates, the new premium will ve 
much greater at his increased age, than 
if he were to take sound protection to- 
day. The only ground upon which a 
man would be justified in carrying as- 
sessment insurance is in regarding it 
as a speculation. He is receiving tem- 
porary protection under a policy which, 
for the time being, is more or less safe, 
at very small cost. If he dies soon he 
wil have had his protection for much 
less than it was worth. If he lives 
many years, he can perhaps afford to 
let his insurance drop, on the ground 
that he has had value during the mean- 
time. If, however, he should at that 
time be uninsurable, or should need 
protection and be obliged to buy it at 
the higher rate, he will realize that it 
would have been better to have taken 
permanent protection in the first place. 





UNEXCELLED IN 
Favorable Mortality 
——AKRD— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low 
; and still further reduced by 
Annual Dividends. 











60th Anniversary Year 


THE 


BERKSHIRE 


Life Insurance Co. 
OF PITTSFIELD, MASS. 
WILLIAM D. WYMAN, President 


Desires to secure the services of a 
few more high class men of ability 
and experience. Its policies, issued 
under the Massachusetts non-forfeiture 
laws, are liberal and up-to-date in 
every particular. 





W. S. Weld, Supt. of Agencies 











Apply AT ONCE to 





THE FEDERAL LIFE desires a high grade, self-reliant 
man as Manager of its Cincinnati office with jurisdiction over 
adjoining territory in Ohio or Kentucky, or both. Liberal first 
year and CONTINUOUS renewal commissions. 


ISAAC MILLER HAMILTON, Presipent, 


CHICAGO. 











“OLD HICKORY” 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


Z. C. PATTEN, President 
E. B. CRAIG. V.-Pres.—Gen. Manager 
THEO. F. KING, 2d V.-Pres.—Manager of Agencies 
A. 8. CALDWELL, 3d V.-Pres.—Supt. of Agents 
W. H. GOULD, Secretary—Actuary 


In the Seventh Year of Conservative and Succesrful 


HOME OFFICE: 





Development 








dividend record 


A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








in many fields. 


WILLIAM T. SMITH, Secretary 








WANTED 


_ INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
Company. They are real “sellers.” Openings of every kind 


UNITED STATES ANNUITY AND LIFE INSURANCE CO. 
1307 McCORMICK BLDG., CHICAGO, ILL. 
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CERMANIA LIFE RECEPTION 


LARGE CROWD INSPECT BUILDING. 








Wren Fully Rented Structure Wil] 
Earn 4/4 Per Cent. on Total 
Investment. 





A steady throng passed through the 
handsome new home office building of 
the Germania Life at the reception 
upon the occasion of the opening of the 
offices in New York city last Saturday. 
Ushers were in waiting at the entrance 
and each usher was assigned from four 
to six visitors, directing them through 
one of the handsomest and best ar- 
ranged office structures in the metro- 
y0lis. 

Features attracting particular atten- 
tion were the electric dumbwaiter cars 
which work automatically through the 
pushing of buttons; pneumatic tubes 
and the time system of the buildng. 
l’assing through the secretary’s room is 
a three-inch marble dial clock and mar- 
ble columns which are monoliths of 
Italian marble. The bronze work 
around the cashier’s and bond mortgage 
departments was designed by Tiffany 
and presents a handsome appearance. 
The vaults of the company have two 
entrances allowing access from either 
end. 

Bust of Founder Wesendonck. 

Passing to the president’s room, visi- 
tors were introduced to President Do- 
remus, after which the offices of the 
vice-president and second vice-president 
were visited. In the director’s room ap- 
pears a handsome bust of Hugo Wesen- 
donck, founder of the company. 

To those desiring it a more extended 
inspection covering the bookkeeping, 
auditing, agency, claim and supply de- 
partments, also the policy, actuarial and 
medical departments was granted. On 
the 19th floor, from whence could be 
obtained a magnificent view of Man- 
hattan Island and surrounding territory, 
light refreshments were served. 

The Structure. 

The Germania building is 21 stories 
high and stands on a plot of ground 
9,200 square feet on the corner of Fourth 
avenue and Seventeenth street. The 
plot cost $535,000, or less than $60 per 
square foot, while the company sold 
its old building for $1,350,000, or $270 
per square foot. 

The outside of the building is granite, 
no wood entering into its construction. 
The upper floors have unobstructed 
light from all sides and wire glass has 
been used throughout the structure in 
order to reduce the danger of fire. 
There are five passenger and three 
service elevators and the structure is 
equipped throughout with the vacuum 
cleaning system. 

Earning Capacity. 

The rental for each floor, with the 
exception of the ground floor and base- 
ment, is about $7,500 per year, but 
wherever the floors are cut up into 
offices the aggregate rental is consider- 
ably higher. The building cost $2,000,- 
000, and is now more than half rented. 
When fully occupied it will net about 
4% per cent. on the investment. 





DINE GERALD H. RYAN. 





.Actuarial Society of America Honors 
Head of British Institute at 
Delmonico’s. 





A complimentary dinner was given 

at Delmonico’s (New York city) Mon- 
day evening by members of the Actua- 
rial Society of America to Gerald H. 
Ryan of London, president of the Insti- 
tute of Actuaries of Great Britain, who 
has been on a visit to this country in 
the interest of his company, the Phoe- 
nix Assurance Corporation, of which he 
is general manager. 
_A. A. Welch, president of the Actua- 
rial Society of America presided, and 
there were present in addition to the 
two vice-presidents of the Society— 
Macdonald and Nichols—all the promi- 
nent actuaries located in the Hast. 

David Parks Fackler, the father of 
the Actuarial Society; John K. Gore, 
of the Prudential; Arthur Hunter, New 





York Life; A. A. Welch, Phoenix Mu- 
tual Life, and others spoke in a man- 
ner appropriate to the occasion. 

The dinner was arranged as a token 
of friendship for the distinguished 
visitor, who sailed for home on the 
Lusitania yesterday. 

Seventeen years ago Mr. Ryan paid 
a visit to this country, upon which 
occasion also, he was tendered a din- 
ner. 

While the Phoenix Assurance Cor- 
poration does only a fire insurance 
business in this country, it has a most 
prominent life department at home. 





-DONALD CLARK TO CHICAGO. 





Michigan General Agent of Mutual 
Benefit Becomes Partner of George 
Pick in Windy City. 





Pick & Clark will be the name of the 
firm having charge of the Mutual 
Benefit Life’s consolidated agencies in 
Chicago, Donald H. Clark, manager of 
the progressive Johnston & Clark 
agency of the Company at Detroit hav- 
ing been transferred to the metropolis 
of the West where he becomes a part- 
ner with George Pick. 

What a great team this will make! 
As a personal producer, Mr. Pick 
ranks with the best, while the Michi- 
gan agency of the Mutual Benefit—the 
best in the State—is substantial proof 
that Mr. Clark knows how to build up 
an agency staff. 

Johnston and Winton. 

The Michigan agency will be under 
the supervision of Johnston & Winton, 
A. S. Johnston taking into partnership 
William Winton, who has been identi- 
fied with the Detroit agency for many 
years and who will be the active 
manager. 





TO PROTECT BOND ISSUE. 











METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


The 
Metropolitan Life 
Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Company) 

~~~ Of the People 
the COMPany By the People 
——____ For the People 


The Daily Average of the Company’s 
Business during 1910 was: 





507 per day in Number of Claims Paid. 


6,163 per day in Number of Policies 
Issued and Revived. 


$1,428, 738,00 per day in New Insurance 
Issued and Revived. 


$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$121,717.71 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 











Arkansas Board of Education Insures 
Lives of Eighteen Young Men— 
Board Pays Premium. | 





With the purpose of giving addition- | 
al security and also to establish a) 
source for the partial liquidation of a | 
bond issue of $35,000 for the erection | 
of a new high school, the board of edu- 
cation at Rogers, Ark., has insured the 
lives of eighteen young men for $1,000 
each, the board paying the premiums. 

There is nothing new to this propo- 
sition in principle, although we have 
no recollection of life insurance being 
used for the specific purpose of liqui- 
dating a school bond issue. 

Granting that each of the young men 
live until the expiration of the term 
for which the insurance was taken, the 
municipality will not be a loser; on the 
other hand it stands a chance of gain- 
ing through the premature death of 
any of the insured. 


ROBERT COOK A SUPERVISOR. 








Metropolitan Honors Former Superin- 
tendent—Tribute By Vice-Presi- 
dent Gaston. 





Robert Cook, a pioneer superintend- 
ent of the Metropolitan, and at the 
time of his retirement, due to ill health, 
in charge of the Washington (D. C.) 
district, has been appointed chief 
supervisor at large for the Company, 
succeeding the late Joseph Grosner. 
Speaking of the appointment, Second 
Vice-President George H. Gaston says: 

“When Mr. Cook relinquished the 
superintendency of the Washington, D. 
C., district, the state of his health was 
such as to occasion his intimates anx- 
iety about him. By the officers of the 
Company it was perfectly well under- 
stood that he was on the retired list, 
and had given up work for an indefi- 
nite period. It would hardly be con- 
sidered usual, under these circumstan- 
ces, for the individual most concerned 
to be eager to resume business activi- 
ties even along familiar lines, to say 
nothing of venturing into heretofore 
(by him) untrodden paths. But ‘Bob’ 
Cook is a unique character, possessed 

(Continued on page 16.) 


LIFE DEPARTMENT. 
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J. G. WALKER. President 


T. WM. PEMBERTON, Ist Vice-President 


D. HARRIS, 


W. L. T. ROGERSON, 2nd Vice-President 
Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 
THE OLDEST Southern Life Insurance Company: 
THE LARGEST AND STRONGEST Soutbern Life Insurance Company: 


guaranteed, 

Assets December 31, 1910.. 

Liabilities December 31, 1910. patina Céveuseigues 
Insurance in Force December 31, 1910.. 


Total Payments to Policyholders since Ors ganizati on. 


THE PIONEER Southern Industrial Life Insurance Company : 
Its Policies are clear and definite in their provisions, and their values are absolutely 


$6,338,576.82 

5,106,996.02 
72,440,374.00 
10,786,598 97 








APPLY TO HOME OFFICE, 178 


LIFE iNSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


GOOD AGENCY CONTRACTS TO GOOD AGENTS 





DEVONSHIRE ST., BOSTON 





OR TO 
W. N. COMPTON, General Agent, 220 Broadway, New York 
FRANCIS MARSH, Mgr. for Eastern Mass., 120 Franklin 8t., Boston 
WHITE & FENWICE, State Agents, Union Bldg., 9 Clinton St., Newark, N. J. 
The Company issues the best and most liberal forms of Life, Endowment a’ d Term 
Policies, complying with the rigid requirements of the Massachusetts Laws 








ROME INSURANCE COMPANY 
ROME, 


J. C. PORTER, Vice-Pres. an and Manager 


GA. 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 








Frank D. Jackson, Pres. Sidney A. Foster, Sec. 


DISTRICT MANAGERS WANTED 


Territory in Pennsylvania, Ohio, Mis- 
souri and Iowa 


ROYAL UNION 
Mutual Life Insurance Co. 


DES MOINES, IOWA 
DISTRICT MANAGERS WANTED 





Jas. T. Priestly, M.D. 


Carleton B. Pra: 
T . Medical Director 
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lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
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“ Entered as second-class matter Jan- 
uary.4, 1907, at the Post Office at 
New York, N. Y.,; under the act of 
Congress of March 3, 1879. 


DO THE RICH NEED INSURANCE? 





Here is a specific illustration of the 
result of the lack of forethought in pil- 
ing up millions. It is a page from the 
history of Colonel Isaac Trumbo of 
San Francisco. The colonel had accu- 
mulated great wealth and at one time 
while living in Salt Lake City dwelt in 
the famous Amelia palace built by 
Brigham Young for his favorite wife. 
His house in San Francisco was as 
truly a palace. Fortune turned against 
him and a dozen years ago he was bor- 
rowing money. One loan was for $11,- 
000 from a loan society. Times have 
gone from bad to worse and friends 


and family have turned from him. At 
length on March 11, last, he was evict- 
ed by the loan society for his $11,000 
debt with accumulated interest For 
two years he had lived in his splendid 
home only on suffrance, and with ser- 
vants whose arrears in wages it is said 
now amount to about $7,000. They have 
been supporting themselves by outside 
work. 

Had the colonel put into insurance 
only a tithe of what he spent in splen- 
did entertainment, he would have had 
that which would have tided him over 
when he needed ready cash, and even 


had he continued unfortunate would 
have furnished him something to fall 
back upon in what is now his pitiful 
old age.—The Field, published by the 
Phoenix Mutuai Life. 

All are agreed that men and women 
once possessed of great wealth who 
find themselves impoverished in old age, 
make a serious mistake in not avail- 
ing themselves of the great benefits to 
be derived from life insurance, but it is 
a fact that a very small percentage of 
solicitors are able to convince the 
wealthy class of the need of such pro- 
tection. Nevertheless, it is surprising 
the number of instances in the busi- 
ness experience of rich men which fur- 
nish convincing arguments in favor of 
life insurance protection. 

Edward A. Woods, manager of the 
Pittsburg Agency of the Equitable 
Life, is the author of an article entitled 
“Do Rich Men Need Life Insurance?” 
which appeared in the columns of The 
Eastern Underwriter and which we 
have published in pamphlet form. 
Those reading it, could not fail to an- 
swer the title query in the affirmative. 


POLICIES FOR INEBRIATES. 





For a bit of idiotic, inconceivably ab- 
surd twaddle, the following item from 
a great and usually sane newspaper, 
the New York Herald, is entitled to the 
palm: 

Cheap Policies for Inebriates. 
[Special Despatch to the Herald.] 
Dallas, Texas, Thursday.—The Tem- 

perates’ Life Insurance Company, the 
only one of its kind in the United 
States, was organized here this even- 
ing, backed by business men, with a 
capital of $100,000. The company will 
make a specialty of writing “teetotal- 
lers’” policies, offering inebriates pre- 
miums of fifty per cent. less than 
charged temperate persons, provided 
the former sign a pledge not to touch 
intoxicating liquors. 

The basis for the story is doubtless 
the projected organization of the Na- 
tional Insurance Company of Dallas, 
which proposes to make special] rates 
to “teetotallers.” 





ARE THE DIVIDENDS TOO HIGH? 


(Contributed) 





In discussing the part which life in- 
surance dividends play in the present 
day competition, a contemporary quotes 
“an officer of one of the largest com- 
panies” as saying: 

“The competition in the field to-day 
is based chiefly upon present dividend 
payments. In fact, many of the com- 
panies have gone wild upon this propo- 
sition, and it is certain that some of 
them will in a few years be compelled 
to revise their dividend scale downward. 

“Life insurance was never intended 
to be a dividend proposition, and it is 
a mistake to emphasize so strongly that 
phase of business.” 

We should hardly agree that many 
companies have “gone wild” upon the 
dividend proposition, though it is not 
unlikely that some are paying higher 
dividends to-day than their financial 
status fully warrants, and these may 
be obliged shortly to “revise their scale 
downward.” 

It is also true that “life insurance was 
never intended to be a dividend propo- 
sition;” nevertheless, there are bound 
to be dividends, and in this day, when 
the policies of the prominent companies 
are practically identical in all essential 
features, -the question of net cost—the 
premium less the dividend—is an im- 
portant one. There is a difference in 
policy provisions, but only a very limit- 
ed number of companies are offering 
contracts to-day that are materially less 
desirable than those of their com- 
petitors. It is therefore very proper 
that the companies should compete now 
along the line of net cost, leaving it 
to the agents in the field to point out 
the difference in policies. Often the 
prospect will accept the more liberal 
policy, even at greater cost. The well-in- 
formed agent may sometimes show that 
the policies of a competing company, 
which cost slightly less than those of 
his own company, do not in fact furnish 
the insured quite so much for his 
money. It is noticeable, however, that 
the companies, which are most worried 
over the dangers incurred by their con- 
temporaries in paying so large divi- 
dends, are the companies that are 
especially unable to compete in this 
particular. 





A plausible argument, 

Cost of Living sometimes an effective 
and Interest one, for adding to 
Earning. one’s life insurance 
has become popular of 

late. The point is made that a man 
who took out, say $100,000 insurance 
20 or 30 years ago, under the impres- 
sion that he was providing adequately 
for his family would find the amount 
inadequate to-day because of the in- 
creased cost of living. It is estimated 
that the cost of living has risen in 20 
years at least 30 per cent.; so that 
even if one’s style of living remains 


the same, the comforts and conveni- 
ences that could have been obtained 
with the income from $100,000 20 years 
ago would now require an income at 
least 30 per cent. greater. It is also to 
be kept in mind that not only has the 
cost of living increased, but interest 
rates have fallen, so that $100,000 will 
now yield a smaller income than form- 
erly. The conclusion is obvious—that 
the man must carry more insurance if 
he would adequately protect his family. 





SUCCESSOR TO LEMERT. 





Youngstown Attorney Heads Ohio In- 
surance Department—Leader in 
* Harmon’s Campaign. 





Edward H. Moore, of Youngstown, 
one of the best known democrat at- 
torneys in Ohio, was appointed by Gov- 
ernor Harmon, Saturday, as insurance 
superintendent to succeed Judge C. C. 
Lemert, who has resigned to become 
president of the Ohio National Life of 
Cincinnati. The formal change was 
made Monday. Judge Lemert had in- 
tended to quit office May 1, but the Gov- 
ernor found difficulty getting Mr. Moore 
to accept, and the Judge remained an- 
other week to accommodate him. The 
appointment is for the unexpired term 
which runs to June 3. The salary is 
$4,000 a year, of whicn $1,000 is from 
the bureau of building and loan associa- 
tions, which is subordinate to the insur- 
ance department. 

The hitch in securing Moore’s accept- 
ance lay in the size of the attached 
emolument. He told Guvernor Harmon, 
when first offered the place, that it was 
worth $6,000, and that as he was mak- 
ing more than that in his law practice, 
he would not take the place for less. 
The Governor canvassed the situation 
with his advisors, and finally told 
Moore if he would accept, a bill would 
be introduced to raise the salary to $6,- 
000 for succeeding terms. Moore ac- 
cepted, and the bill went into the House 
hopper early this week. Moore’s re- 
appointment for the full term of three 
years probably will be contingent on its 
passage. 

There is no criticism of the appoint- 
ment to be offered, though undoubtedly 
political considerations were largely in- 
fluential in its making. Moore presided 
over the stormy convention which 
nominated Harmon the first time, and 
never once did it get beyond his con- 
trol. He is a strong public speaker, and 
was active inrolling up large Democrat 
majorities for the Governor in the east- 


‘ern part of the State. But he is able, 


courageous and aggressive, and is rec- 
ognized all over the State as honest, 
incisive and thorough-going in his 
methods, factors which will be of value 
in the insurance department. 





PASS MUTUALIZATION MEASURE. 





Bill Making Possible a Change of Own- 
ership in Equitable Now Before 
Governor. 





Albany, N. Y., May 10.—The Senate 
and Assembly Monday night passed 
the bill which will permit the mutuali- 
zation of the Equitable Life Assurance 
Society. The bill is now before the 
governor, having been pushed through 
the Legislature in record time. It was 
only introduced the early part of last 
week. There were reports about the 
capitol that the bill is very strenuous- 
ly opposed by Kuhn, Loeb & Co., which 
is said to own a large block of the 
Equitable’s stock. 





Bohm With International Life. 





Julius Bohm, for many years promi- 
nent among the producers of life insur- 
ance in New York city, and more re- 
cently with the Franklin Life of IIli- 
nois at St. Louis, has been appointed 
home office representative of the Inter- 
national Life of St. Louis. It is his in- 
tention to build up a strong agency for 
the Company in its home city, in which 
he will have the co-operation of Vice- 
President Babler. 





OF PERSONAL INTEREST 





In speaking of Lawrence C. Woods, 
assistant manager of its Pittsburg 
Agency, the Equitable Life in its 
agency paper says that: 

“Despite the fame of his illustrious 
brother he has by diligence and skill 
carved a niche for himself in the world 
and attained a position among life in- 
surance men eminently worthy of the 
name of Woods and of the foremost 
representatives of the Equitable in all 
lands. Last year Mr. Woods crowned 
his career, in the last ten years of 
which he has placed on the books of 
the Society over $6,000,000 in paid busi- 
ness, by qualifying ten times as an 
Equitable star of the first magnitude, 
personally contributing paid premiums 
of over $54,000, insuring upwards of $1,- 
149,000, in addition to $17,960 in annui- 
ties. With such a record it is hardly 
necessary to mention that he has won 
all the honors with which the manager 
of the Pittsburg agency crowns the ef- 
forts of his associates in the field, tak- 
ing first rank in the ‘Tarbell Club,’ 
second in the ‘Century Club;’ was a 
delegate to both the Fortieth and 
Fiftieth Anniversary Conventions, has 
qualified for every one of the outings 
of the agency and led the entire agency 
in amount of paid business as well as 
paid first year’s premiums for the years 
1904, 1905, 1906 and 1907, ranking sec- 
ond for 1908 and 1909 and again lead- 
ing the agency for 1910. The Equitable 
can boast of no more capable or more 
energetic ambassador than Lawrence 
C. Woods, whose genial personality en 
dears him to a multitude of friends and 
whose attainments win the respect and 
admiration of all wko know him.” 
From a personal acquaintance with Mr. 
Woods extending for many years, we 
can say that the compliment is well 
deserved. 





General Solicitor Tully gave a Jun- 
cheon to the superintendent, assistant 
superintendents and agents of the Cor- 
ning (N. Y.) District at the Corning 
Club, on Saturday, April 22, as a per- 
sonal mark of recognition of the work 
done and the results accomplished by 
Mr. Shannon and those associated with 
him last year in the district, which at 
that time comprised Corning before its 
amalgamation with Elmira, says The 
Intelligencer. Early in the present year 
the Corning District was restored with 
additional territory included, and Mr. 
John L. Shannon was promoted to be 
superintendent. 

The special guests at the luncheon, 
all of whom made addresses, were Vice- 
President Fiske, Fourth Vice-President 
Ayres, Superintendent of Agencies 
Kavanagh, John F. Murray, supervisor 
in the Ordinary department, who is a 
former resident of Steuben County, and 
Special Assistant Superintendent Ed- 
ward T. Flood, who also hails from 
Steuben, and who contributed largely 
to the record of the old Corning Dis- 
trict. 





Announcement is made that “Big Ed 
Sweeney,” star catcher on the New 
York American baseball team, will 
make an effort to catch a baseball 
thrown from the tower of the Metro- 
politan building upon the return of the 
team from their present Western trip. 





Haley Fiske, vice-president and Wil- 
liam J. Tully, general solicitor, of the 
Metropolitan Life, sailed on the 
Kronprinz Wilhelm Tuesday for Eng- 
land. Senator Tully will be away about 
a month and Mr. Fiske will be gone 4 
longer period, the time of his return 
being as yet uncertain. 





In order to devote his entire time to 
the interests of the United States 
Casualty Company, Alfred J. Hodson, 
has resigned as a vice-president of the 
Empire State Surety Company and 
manager of its Brooklyn office. 
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FIRE. INSURANCE DEPARTMENT. 





LAID OVER. 





New York State Association Fails to 
Act Upon Rent Forms or 
Sprinklered Risks. 





As was anticipated would be the 
case the Underwriters Association of 
New York State at its May meeting on 
Tuesday, failed to act upon the propo- 
sition to amend the present rent forms, 
and the rule governing the writing of 
sprinklered risks, both measures being 
laid over for further consideration. 

It is anticipated that each suggested 
change will pass, the members gener- 
ally favoring the adoption of a 
more modern form for writing rent in- 
surance, and also the acceptance of 
sprinklered business for term periods. 

While F. W. Jenness, secretary of 
the Association, would neither deny 
nor affirm his reported acceptance of 
the office of manager of the Rochester 
German Underwriters, it was general- 
ly believed to be true, and speculation 
was busy at Syracuse as to his proba- 
ble successor with the Association. 





BUT ONE AGENT FOR BOSTON. 





Local Board Adopts Program of East- 
ern Union—All Cities Now in 
Line. 





After months of constant negotiation 
the Eastern Union and the Boston 
Board find themselves in accord, and 
the latter body at a special meeting 
held on Tuesday voted to accept the 
program submitted by the Boston-sub- 
committee of the former association. 

This provides for but one policy 
writing agent within the limits of cor- 
porate Boston. 

To meet the changes which this radi 
cal departure from present practice en- 
tails, the Boston Board named a spe- 
cial committee of five of its leading 
members. 

With Boston in line all hitherto ex- 
cepted cities in the Eastern field have 
now accepted the advanced program 
of the Eastern Union. 





Will Store Kentucky Tobacco in Illinois 





The American Tobacco Company 
has apparently been unable to get suf- 
ficient insurance in Kentucky to cover 
its risks and according to authentic re- 
ports have bought a large tract of land 
at Paris, Ill., where work has been be- 
gun on a big tobacco warehouse pro- 
ject to cost between a half-million and 
a million dollars. These will be of the 
best construction and will house, it is 
stated, the best part of the trust’s to- 
bacco purchases in the Kentucky re- 
gion, which will be shipped in direct 
from the fields. 

Whether this action is an outgrowth 
of the old night-rider hazard, which ap- 
parently has disappeared, cannot be as- 
certained, but it is probable that the 
Company still anticipates a repetition 


of the occurrences of two and three 
years ago which: made it impossible to 
properly protect tobacco in storage 
with sufficient. insurance. 





INSURANCE EDUCATION. 
Comprehensive Plan for Its Develop- 
ment Evolved by Insurance In- 
stitute of America. 





A comprehensive plan for furthering 
the work of insurance education in all 
lines was worked out at the third an- 
nual meeting of the Insurance Institute 
of America, at Chicago, on Tuesday, 
President A. R. Hosford, of New York, 
presiding. Representatives of the In- 
surance Clubs of Boston, Philadelphia, 
New York and Memphis were present. 
L. A. Tanner, of Chicago, was elected 
president for the coming year, and J. 
H. Kenney, of Philadelphia, secretary. 





Missouri State Agent for Glens Falls. 





William E. Walker, State agent for 
the Union and State in Illinois and Wis- 
consin, until the recent reinsurance of 
those companies, has been appointed 
State agent in Missouri for the Glens 
Falls, effective at once. 

Manager J. L. Whitlock thus fills the 
place made vacant over a year ago by 
the death of Captain W. J. Little, the 
veteran field man in that State. 

Mr. Walker, while he has not been 
long in the field, is a man of the high- 
est qualifications. He was for seven 


years with the Montgomery & Funk- 


houser general agency of Chicago as 
agency superintendent and prior to that 
had a thorough office experience with 
the National of Hartford and the Roya’. 
He will make headquarters at Kansas 
City. 





Heads General Adjustment Bureau at 
Pittsburg. 





William H. Kinney, for many years 
past adjuster in the Western depart 
ment of the Phenix, now Fidelity-Phe 
nix and located at St. Louis, has re 
signed that connection and becomes 
chief adjuster of the General Adjust 
ment Bureau at Pittsburg. Mr. Kinney 
is one of the best known loss men in 
the West, and his many friends are 
glad to see this advancement come to 
him. 





Illinois Speciai for St. Paul F. & .M. 





Jay M. Allen, of Decatur, Ill, has 
been appointed special agent of the St. 
Paul Fire & Marine, assisting State 
Agent W. J. Sonnen. He has been do- 
tng temporary work for the Company 
for a short time and has already demon- 
strated his ability for field work. 

Mr. Allen is a son of E. J. Allen, the 
well-known Decatur local agent, and 
has been associated with his father 
there for several years. 





CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 
FIRSTS 


First in net surplus 
First in opposing unfair dictation 
First in supporting Agency interests 


Home Office 
46 Cedar St., New York 


Western Office 
332 South La Salle St., Chicago 


HENRY EVANS, President 








FIDELITY-PHENIX FIRE INSURANCE COMPANY 


OF NEW YORK 





One of our business principles 
is that the good of the Agent 
is the good of the Company 





Western Office 
137 South La Salle St., Chicago 


Home Office 
46 Cedar St., New York 


HENRY EVANS, President 











FIDELITY (FIRE) UNDERWRITERS 


OF NEW YORK 


We want more good Agents, and we remind 
possible applicants that the backing of this 
organization is worth having. 


Gross Combined Assets .......$37,988,337 
Policyholders Surplus........ $20,797,688 
eee $17,190,649 
Capital 200.0... __...... $4,500,000 


Western Office 
332 South La Salle St., Chicago 


Home Office 
46 Cedar st., New York 

















If you plan to build up a permanently successful business, you must represent a 
company that has strong financial resources, pursues a steady, liberal, underwriting 
policy, and is prompt and equitable in meeting its losses. 

All of these qualities are possessed by 


TH GENERAL FIRE assurance company or paris 


(The oldest and strongest French fire insurance company. 


Organized in 1819) 


which is building up a carefully selected agency plant in this country 


Full particulars supplied by its United States Managers 


United States Trustees 


SAMUEL McROBERTS, Vice Pres., National City Bank, New York 
PAUL M. WARBURG, Kuhn, Loeb & Co., New York 
JAMES NICHOLS, Pres., National Fire Insurance Co., Hartford 


FRED. S. JAMES & CO. 


123 WILLIAM STREET, NEW YORK 
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FORTY-FIFTH ANNUAL MEETING. 





Board of Fire Underwriters 
to Gather To-day—The 
Program. 


National 





The National Board of Fire Under- 
writers will hold its 45th annual meet- 
ing in the rooms of the New York 
Board to-day. 

The program for the gathering is as 
here reproduced: 

Call to Order 11 A. M. 

Roll Call. 

Minutes of last meeting (printed). 

Communications from absent mem- 
bers. 

President’s address, A. W. Damon. 

Report, treasurer, C, J. Holman. 

Report, executive committee, W. N. 
Kremer, chairman. 

Committee on death of Treasurer 
Marshall §S. Driggs, Fred. W. Arnold, 
chairman. 

Appointment of nominating commit- 
tee. 

Reports, Standing Committees. 
Finance, Harold Herrick, chairman. 
Laws, M. O. Brown, chairman. 
Incendiarism, J. J, Guile, chairman. 
Statistics, Clarence E. Porter, chair- 

man. 

Fire prevention, Geo. W. Hoyt, chair- 
man. 

Lighting, heating and patents, U. C. 
Crosby, chairman. 

Construction of buildings, Charles G. 
Smith, chairman. 

Adjustments, Frank Lock, chairman. 

Clauses anid forms, C. J. Holman, 
chairman. 


Membership, Alfred E. Duncan, chair- 


man. 

Report, committee on nominations. 

Election of officers—President, vice- 
president, treasurer and secretary. Also 
three members executive committee for 
three years in place of R. Emory War- 
field, Charles L. Case and Charles E. 
Chase. 

Deferred business, - miscellaneous or 
new business, adjournment. 





PAYING PROMPTLY. 





Bangor Conflagration Losses Well 
Taken Care of—Little Salvage 
for the Companies. 





All companies interested in the Ban- 
gor conflagration have their adjusters 
on the scene, and are rapidly disposing 
of their claims. Little salvage is se- 
cured, the great percentage of losses 
proving total. Immediately the assured 
proves his claim he is given a sight 
draft, for one hundred cents on the dol- 
lar, and is thus enabled to start anew 
his business activity, checked by the 
conflagration. 

Later returns confirmed the earlier 
insurance loss estimates, and it is gen- 
erally believed now that the claims 
will not exceed $1,500,000. 





MERGER AT MILWAUKEE. 





Two Leading Companies of the City to 
Pool Their Interests—Combined 
Figures. 





For the more effectual prosecution of 
business, a merger between the Mil- 
waukee Mechanics and the Milwaukee 
Insurance companies has been recom- 
mended by the directors of each cor- 
poration, and will undoubtedly be ap- 
proved by the stockholders, to whom it 
will shortly be submitted. 

The title of the enlarged corporation 
will be the Milwaukee Mechanics, and 
the personnel of its management will 
remain unchanged, the present admin- 
istration of each corporation being in 
the hands of the following named: Wil- 
liam L. Jones, president; Charles H. 


Yunker, vice-president; G. W. Grossen- 
bach, 2d vice-president; Oscar Griebling, 
secretary, and 
secretary. 

The assets of the company, 


Emil Teich, assistant 


when 


amalgamation is effected, will exceed 
$4,000,000, while the capital will be an 
even $1,000,000, with surplus in excess 
of $700,000. In apportioning stock un- 
der the rearrangement, one share in the 
enlarged company will be given for each 
share of either the present Milwaukee 
Mechanics or the Milwaukee Fire. 

The business of the latter-named in- 
stitution, its agents having been noti- 
fied, will be taken care of by the Ger- 
man Underwriters. 

Both the Milwaukee Mechanics and 


the Milwaukee Fire have had successful | 


careers, and the latest move is simply 
in line with the progressive policy 
pursued by each corporation since its 
launching. 





TO RECEIVE SPECIAL ATTENTION. 





Eastern Union Names Committee to 
Hear Petition of Albany 
Agents. 





After persistently refusing to grant 
concessions to the agents at Albany, 
N. Y., the Eastern Union at its ad- 
journed meeting last week, named a 
special committee to look into the sit- 
uation. The agents are greatly pleas- 
ed at the move, for they hold it to be 
an acknowledgment of the justice of 
their contention, and to foreshadow a 
modification of the present require- 
ments. 

Prior to the adoption of the new 
Union program, Albany was “excepted” 
territory, a condition that was changed 
under the order. Naturally the agents 
of the city protested bitterly against 
this regulation, and insisted that with 
the Union scale of commission it was 
impossible for them to meet the com- 
petition of the small home companies, 
each of whom employs an army of 
solicitors to round up preferred busi- 
ness, paying brokerages thereupon of 
25 per cent. 

While some companies have lost 
money in Albany, others have been 
more fortunate, and the general report 
is that upon the whole the city of late 
years, has been slightly profitable. The 
preferred business indisputably is de- 
sirable and with improved construction, 
becoming steadily more so. 

If a fair percentage of this is to be 
retained by the Union agencies the lat- 
ter declare, they must be in position to 
compete with the local institutions 
upon an even basis. 





A Slight Improvement. 





April’s fire losses in the United 
States and Canada, according to the 
tabulation of the “Journal of Commerce 
and Commercial Bulletin,” aggregated 
$17,670,550, as compared with $18,091,- 
800 credited against the same month of 
1910, and $19,345,300 in April, 1909. 
While the figures for last month are an 
improvement upon those of the same 
period in previous years, yet the record 
since January first, is far worse than 
that for the first four months of 1910. 





Atlanta Agents Organize. 





Under the name of the Casualty Un- 
derwriters Association of Atlanta, the 
casualty agents of the “Gate City” have 
formed an organization, designed to 
promote proper practices, and advance 
the common interests of themselves 
and the companies they represent. 

W. R. Mearns is president of the As- 
sociation; W. W. Cunningham, vice- 
president, and C. S. Davis, secretary- 
treasurer. 





Lecky Makes New Connection. 





Robert Lecky, Jr., of Richmond, for- 
merly vice-president and secretary of 
the Virginia State, has been appointed 
manager of the newly created South- 
eastern department of the Northwestern 
National Fire of Milwaukee. The ter- 
ritory covered in the new arrangement 
includes all States east of the Mississippi 
and south of the Ohio and Potomac 
rivers. 


Texas Company to Have $1,000,000 
: Capital. 





A eapital of $1,000,000 is planned for 
the Amazon Fire Insurance Company, 
now forming at Dallas, Tex. I. J. Wil- 
liams, prime mover in the organization 
is to be its president. : 











ARNOLD & WANNEMACHER 
REPRESENTING 


Teutonia of Allegheny, Pa. 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 


438 WALNUT ST., PHILA., PA. 











LEGITIMATE SURPLUS LINES 





of legal process. 


Extra facilities for Local Agents 


The Yorkshire Insurance Company, Ltd. 


OF YORK, ENGLAND 
FRANK & DvuBOIS, U. S. Correspondents, 47 William St., New York 
Authority to adjust and pay all Losses, and Power of Attorney to accept service 


Funds held on deposit in New York banks for protection of American policy holders. 








JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER N. STEWART, President 
8. LAURENCE BODINE, Vice-President 


SAM’L W. SCOTT, Secretary 














THE SCRANTON FIRE INSURANCE COMPANY 





SCRANTON, PA. 
«NOT THE OLDEST—NOT THE LARGEST—JUST AS GOOD” 


Agency Connection Solicited Where Not Represented 








HANDLE YOUR 
SURPLUS LINES 


“The Markham Way” 


IN THE 


Individual Fire Underwriter 
OF ST. LOUIS 
THE BEST INDEMNITY 


Pierce Building St. Louis 











QUEEN 


ins. Co. of America. 
Jaw YorP«. 
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“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $83, 000, 000 
Losses Paid in U. S. - $27,000,000 


EASTERN AND SOUTHERN DEPARTMENTS 


Company’s Building, 38 Pine Street 


NEW YORK 





TWO HUNDRED AND FIRST YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 


FOUNDED 1710 
United States Branch: 
54 PINE STREET, NEW YORK 
Western Department: 
171 La Salle Street, Chicago 


Pacific Department: 
SANSOME AND SACRAMENTO STREETS 
San Francisco, Cal. 


Agents Wanted at Unrepresented Points 




















THE NORTH RIVER 
INSURANCE CO. 


OF NEW YORK 
95-97-99 William Street, N. Y. City 





INCORPORATED 1822 





TOTAL ASSETS DEC. 31, 1910 
$2,283,176.32 








CRUM & FORSTER 


GENERAL AGENTS 
NORTH RIVER INSURANCE CO. BUILDING 
—_—_—__ ASSETS 
12-31-10 


Empire City Fire Ins. Co., Inc, 1850... _ $1,124,813 


Nassau Fire Ins. Co., Inc, 1852,......... 84,149 
Peter Cooper Fire Ins. Co., Inc. 1853... 513,927 
United States Fire Ins. Co., Inc, 1824,, 557 342 
Dutchess Fire Ins, Co., Inc, 1906,_... 668,299 


(Where not locally represented) 
FOR NEW YORK CITY 
AACHEN & MUNICH FIRE INS. CO. 
ALLEMANNIA FIRE INS. CO. 
JEFFERSON FIRE INS. C0. 
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Home, Nu Wn cccccccccccss Stee tee seers 
Northwestern National, Wis. .......-- 
Royal, Eng. 
Firemen’s, Of D. C. ........-eeeeeeees 
Mutual Fire, of D. C. .........e-eeeee 
Ins, Co. of N. America, Pa. ..........- 
German-American, N. Y. ..........++- 
Potomac, Of D. C. 0... eee eeeerececes 
National Union, of D. C. ...........-- 
Northern, Bing. ........sc eee ccccsecces 
German-American, D. C. 
Continental, N. Y. ...ccccscccsssccece 
Hartford, Conn. 
Liverpool & London & Globe, Eng..... 
Corcoran, of D, C 
National, Conn. ..........--eeeeeeeeee 
Springfield _ & 3% Sars 
N. British & Mercantile, sec ceasds 
Scot. Union & Nat., Scot. 
Boston, Mass. 
Arlington, Of D. C. .....--. eee eee eeee 
Commercial, of D. C. ......---eeeeeees 
Firemen’s Fund, Cal. 
Aetna, Conn. 
Providence-Washington, R. I. ........- 
Norwich Union, Eng. ...........--++- 
Fidelity-Phenix, N. Y. 
Commercial Union, Eng. ..... in helen i 
Royal Exchange, Png. .......-----++++ 
Hanover, Nu Yo .ccccccccccs seccccces 
Md. Motor Car, Md. ........---sseee0- 
Phoenix, Conn. 


ee 


American, N. J. ....-ceececcsccccccece 
Connecticut, COMM. .cccccccccrcceccece 
Sun, Eng. 
Fire Association, Phila. ....:........- 
National Union, Pa. .......02-sceeeees 
Franklin, Of D. C. ..ccsccccccscccccess 
New Hampshire, N. H. .......--0--e0s 
Franklin, Fibs. << cccccceccveses TR ey 
Globe & Rutgers, N. Y. ......-+--+e0- 
Pennsylvania, Pa. ......-.eeeeeeeeees 
Hamburg-Bremen, Ger. .......-++++++: 
Phoenix, Eng. 
Georgia Home, Ga. ......---eeeeeeeees 
CitizenS, MO. ...cccccccccccscccccccce 
Atlas, HONG. ..ccccccdcccccce-cvcsccces 
Camden, N. J. 
Mutual Protection, of D. C. ........... 
Westchester, N. Y. .....cccccseseceecs 
Buffalo German, N. Y. .....--+--++-+++s 
London Assurance, Eng. .........+-+++- 
British America, Can. .......ccceerees 
Agricultural, N. VY. .....e--eseseeeceees 
Milwaukee Mechanics, Wis. ........-- 
Palatine, BG. .....cccccccccecccccces 
Niagara, N. VY. ..ccccccccccccsccevvess 
Standard, Conn. 
Humboldt, Pa. .....c.cccecseees hie hae 
Glens Falls, N. VY. ....ccccccccsccecece 
Commonwealth, N. Y. ....----eeeeeeee 
Firemen’s, N. J. 
MPomtomis, Piiriccccccccccescvovcecwecses 
Mutual Mont. Co., Md. .........+++++5 
Canty, Pile was o boc cess sescececcsesess 
Virginia F. & M., Va. .....---2e-eeeee 
Germania, N. Yi. ...cccccccccccsescces 
Caledonian, Scot. 
American Central, Mo. .........-+++++ 
Buffalo Commercial, N. Y. ......-+-+-- 
London & Lancashire, Eng. .........-- 
Orient, GANe! oc eccicccedesesissccevers 
Granite State, N. H. ......-.-eeeseeees 
Rhode Island, R. I. ......cccccecscees 
Rochester German, N. Y. ....--.---+0+ 
National-Ben Franklin, Pa. ..........- 
St. Paul F. & M., Minn. ............-- 
Delaware, Pa. 
Spring Garden, Pa. ........cceccccees 
Security, Conn. 
Western, Can. 
New Brunswick, N. J. ....---+-eeeeeees 
Bquitable, Bul. .cccccccccccccccsccccs 
Williamsburgh City, N. Y. ......---++- 
Virginia State, Va. ......ceeeeececees 
Allemannia, Pa. ......--.seeeeeeeeeeee 
Aachen & Munich, Ger. .........-++++- 
Jefher@om, PR. ..cccccccccccscccccscose 
German Alliance, N. Y. ......+-++++++> 
German, FR. .ccccccccccccccscescesces 
Mass. Fire & Marine, Mass. .......--- 
German, W. V8. ....cscccccccessccces 
Bren, SWORE... coc ccccccescciscosess 
rar, PR rnin cc cc ccc ceespcsvscosese 
Old Colony, Mass. .......--+++-eeeeee 
City of New York, N. Y. .......---+0+- 
Milwaukee, Wis. .........eeeeeeeeeees 
German-American, Md. .......++-- svacis 
Dutchess, N. VY. ..-cccesqccccccevecees 


—_—-~ 
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Premiums 
Received. 

*$44,605 
37,971 
*33,924 
28,336 
26,228 
*23,247 
22,243 
19,695 
18,257 
16,506 
16,355 
15,954 
*14,969 
13,045 
12,770 
12,699 
12,599 
12,462 
11,124 
*10,485 
10,451 
9,849 
*9,174 
*8,772 
*8,216 
8,155 
8,130 
6,469 
6,185 
5,766 
5,635 
5,559 
5,344 
5,108 
5,083 
4,925 
4,846 
4,828 
4,567 
4,544 
4,477 





Losses 
Paid. 
$9,198 
11,679 
18,384 
2,705 
6,913 
9,674 
7,397 
3,954 
1,221 
3,308 
2,404 
7,731 
10,323 
13,301 
2,182 
3,831 
1,945 
5,772 
5,595 
1,169 
4,100 
841 
1,054 
2,642 
2,483 
5,748 
7,377 
8,678 
1,727 
6,859 
549 


Liability 
Assumed. 
$6,200,125 

7,297,971 

5,892,048 

7,160,622 
16,510,135 

3,475,522 

4,614,965 

7,284,425 

4,178,321 

3,070,736 

3,558,181 

2,565,930 

2,434,755 

2,955,193 

2,837,686 

1,856,379 

1,865,696 

2,332,066 

2,136,011 

1,876,872 

2,151,598 

1,783,274 

1,155,363 

1,370,813 

1,225,769 

1,175,423 

1,204,571 

1,152,972 

887,316 
864,705 
263,464 
1,451,454 
907,174 
507,500 
1,094,006 
820,000 
1,011,782 
743,098 
673,973 
1,152,235 
652,697 
615,377 
499,205 
649,140 
747,030 
622,030 
701,924 
401,135 
648,133 
373,283 
1,412,480 
615,570 
451,261 
628,575 
709,565 
570,600 
431,609 
447,916 
451,853 
506,047 
396,212 
640,430 
343,338 
370,275 
367,815 
703,014 
383,605 
356,854 
420,034 
338,640 
344,144 
209,729 
403,446 
224,166 
298,818 
248,491 
244,070 
212,510 
249,504 
253,571 
259,008 
229,498 
217,737 
209,450 
313,305 
203,890 
132,912 
129,119 
251,713 
143,637 
219,883 
164,108 
115,614 
136,818 


Premium Receipts from Washington, D. C. for 1910 and 1909 


—— 1910 —— -——_~ 





Premiums 
Received. 
$42,486 
37,718 
38,475 
27,812 
29,201 
16,573 
22,355 
16,248 
17,707 
15,047 
16,545 
15,131 
13,914 
15,592 
15,179 
11,953 

9,524 
16,364 

9, — 

3,239 
12, 168 3 
10,653 


4,014 





an 


Liability 
Assumed. 
$6,288,964 

6,993,568 
6,510,632 
6,360,022 
18,150,319 
2,487,748 
4,541,134 
6,070,354 
4,405,062 
2 499,277 
3,458,027 
4,598,147 
2,290,912 
3,586,612 
3,255,727 
1,926,684 
1,650,190 
3,611,562 
1,640,676 
554,73 
1,976,687 
1,898,746 
,360,310 
1,112,403 
1,232,235 
922,809 
763,105 
1,491,910 


‘ 750,945 , 
618,725 
596,094 
567,476 
468,405 
602,533 
681,568 
474,600 
445,881 
489,697 
572,964 
359,210 
1,468,280 
592,844 
158,194 
630 916 





142° "360 
751,822 
302,646 | 
327,625 | 
473,910 | 
143,457 | 
327,313 
217,217 
382,225 
221,531 | 
309,333 
231,317 
64,201 
67,175 | 
270,009 | 
245,260 
254,937 
213,468 
273,762 
157,350 
282,582 
193,140 
211,902 
134,073 
151,782 
199,694 | 
250,561 
144,861 | 
119,437 | 
119,950 
276,829 | 
118,951 | 
106,340 | 
90,916 
120,490 
204,250 





Cash Capital - - $5,000,000.00 


WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 
Assistant Secretaries. 
A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 





ORGANIZED 1859 


Cash Capital. . $1 000,000.00 
OS ae 6,648.97 1.67 
Net Surplus 2,021,740.21 
Surplus for Policy 

Holders ....... 3,021,740.21 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Procection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - ~- - 


$1,000,000.00 
Cash Assets - + +  $4,395,625.89 
Cash Surplus to Policy 
Holders - + + $2,063,04401 


| a ager ge of an insurance company is In the con- 
servatisom its mapagement, and the management of 
od Tianov RR is an absolute assurance of the security 
R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Sec’y 
MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 








HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 














KEEP POSTED By Reading 
THE EASTERN UNDERWRITER 

Each Week————-— 

Subscription $3 Per Annum 


WESTERN 
ASSURANCE CO. 


of Toronto, Canada 








UNITED STATES BRANCH 
January 1, 1911 
DN -cthnchnnannbenedevexeecenin 2,361 ,430.02 
| Surplus Si Goulet Gaeasicestcoecsasac 965,981.82 
HON. GEO. A. COX, President 
W. R. BROOK, Vice-President 
W. B. MEIKLE, Gen. Manager 
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REDUCE THE LICENSE FEE. 





(Continued from page 1.) 
chapter twenty-eight of the consolidated 
laws,” is hereby amended to read as 
follows: . 

Sec. 50, Agent’s certificate of author- 
ity. No person, partnership or corpora- 
tion shall act as agent for any under- 
writer, incorporated or unincorporated, 
hereinafter called “insurer,” in the 
transaction of any busimess of insurance 
upon property or risks located within 
this State, or negotiate for or place 
risks for any such insurer, or in any 
way or manner aid such insurer in ef- 
fecting insurances, or otherwise, in this 
State upon property or risks located 
within this State unless such insurer 
shall have fully complied with the pro- 
visions of this chapter. Every such 
agent shall, annually, on the first day 
of January, or Within six months there- 
after, procure a certificate of authority 
from the superintendent of insurance, 
who shall file in his office evidence of 
the issuance of such certificate to the 
agent aforesaid. No insurer authorized 
to transact any insurance business 
within this State shall employ any per- 
son, partnership or corporation as agent 
to solicit insurance or issue policies for 
him or it unless he or it has a certin- 
cate of authority as required by this 
section. Such certificate shall be re- 
voked by the superintendent of insur- 
ance if, after due investigation and a 
hearing either before himself or before 
any salaried employe of the Insurance 
Department designated by him whose 
report he may adopt, he determines 
that the holder of such certificate has 
violated any provision of this chapter. 
Any person whose certificate of author- 
ity is so revoked, nor any partnership 
of which he is a member, nor any cor- 
poratin of which he is an officer, shall 
be entitled to any certificate of author- 
ity under this chapter for a period of 
one year after such revocation and if 
any such certificate, held by a partner- 
ship or corporation, is so revoked, no 
member of the partnership or officer of 
the corporation shall be entitled to any 
such certificate for the same period of 
time. Any person, partnership or cor- 
poration violating the provisions of 
this section shall forfeit to the people 
of the State the sum of five hundred 
dollars for the first offense, and an ad- 
ditional sum of one hundred dollars for 
each month during which any such per- 
son, partnership or corporation shall 
continue to act in violation of this sec- 
tion. This section shall not apply to 
the agents of life insurance corpora- 
tions, or the agents of insurers trans- 
acting business under the provisions of 
articles five, six, seven and nine of this 
chapter. 

Sec. 3. Said chapter is further amend- 
ed by inserting therein two new sections, 


to be sections fifty-a and fifty-b, and to 
read as follows: 

Only Licensed Brokers Recognized. 

Section 50-a, Business to be accepted 
only from brokers with certificates of 
authority. No person, association or 
corporation, authorized or permitted to 
do an insurance business within this 
State, or agent thereof, shall pay any 
commission or any other compensation 
to any person not a duly authorized 
agent of such person, association or cor- 
poration for services in obtaining or 
placing any such insurance upon prop- 
erty or risks located within this State, 
or against any liability, casualty, acci- 
dent or hazard that may arise or occur 
therein, unless such person shall have 
first procured from the superintendent 
of insurance a certificate of authority 
to act as broker to solicit such insur- 
ance as provided by this section. No 
person, partnership or corporation shall 
act as broker in the solicitation or pro- 
curement of applications for such in- 
surance, or receive for services in ob- 
taining or placing such insurance, any 
commission or other compensation from 
any person, association or corporation 
authorized or permitted to do an insur- 
ance business in this State, or agent 
thereof, without first procuring a certifi- 
cate of authority so to act from the 
superintendent of insurance, which 
must be renewed annually on the first 
day of January, or within six months 
thereafter. No such certificate shall 
be valid, however, in any event, 
after the first day of July of the 
year following the issuing of the same. 
The fee to be paid annually to the said 
superintendent by the applicant at the 
time application is made shall be fifty 
dollars where the applicant’s principal 
place of business in the State of New 
York is in a city having a population 
of six hundred thousand and upward, 
and such fee so to be paid shall be 
twenty-five dollars where the appli- 
cant’s principal place of business in the 
State of New York is in a city of the 
first or second class having a population 
of less than six hundred thousand, and 
such fee so to be paid shall be two dol- 
lars where the applicant’s principal 
place of business in the State of New 
York is not within a city of the first 
or second class. Such certificate shall 
be revoked by the superintendent if, 
after due investigation and a hearing 
either before himself or before any 
salaried employe of the Insurance De- 
partment designated by him, whose re- 
port he may adopt, he determines that 
the holder of such certificate has vio- 
lated any provision of this chapter, and 
any person whose certificate of author- 
ity is so revoked, or any partnership 
of which he is a member, or any cor- 
poration of which he is an officer, shall 
not be entitled to any certificate under 
this chapter for a period of one year 


FIRE AND LIFE INSURANCE STOCKS. 
(Quotations furnished by E. 8, BAILEY, Broker, 66 Broadway, New York City) 



























DIVIDENDS Bid ‘ 
} . Ask’d 
COMPANIES CAPITAL | Approx. | When | price price 
eres Annl. Div. Payable per ct. 
City of New York..........ccccceccecesseeses $500,000 | 10 2 160 ;| 200 
Common wealth. .........eceeeecceceeccveeces 500,000 | 10 J&J 26 wate 
Continental ........-..scccccscccee secccececs 2, 000. 000 50 JaJ 1025 | 1(50 
Empire City .....-.-. * we cececees 200,000 | 8 Jad 190 acs 
Fidelity- Phenix . 2,500,000 | 10 J&J 310 325 
German Alliance.. 400,000 15 Jad 300 320 
German-American.. 1,500,000 30 Ja&aJ 600 625 
Germania ($50) Fire ..... sseeeeeees 1,000,000 20 J aJ 280 295 
ss doisaes eencenccssucdaset 200,000 30 Jad 1525 ite 
Globe & Rutgers...-..-.-0. 0: cece eeeeeceeeeee 400,000 40 475 500 
Hanover ($50)..-.-.---++2-ceeeeceeeeececeeees 1,000,000 a 225 Caen 
Home Fire 3,000,000 35 Ja&J 700 715 
Nassau ( oo. oes ceccesccccccseecccessccceeecs 200,000 10 J&aJ 165 175 
Niagara ($50) ....-... 1,000,000 20 Jad 290 q 
North River ($25) 350,000 10 A&O 150 165 
Pacific ($25)..- 200,000 14 J&J 185 aac 
Peter Cooper ($20) . 150,000 6 Jad 90 105 
BtuyVvesant .-.----.-ee ee eceeeeeeceeceees -++| 400,000 10 Jad 150 ae 
TEE PURER NDB) 0000s scccscessvececssouss 250,000 v v 90 100 
Westchester ($10) ....--.-----.-eeeeee cence 300,000 40 F&a 455 folie 
Williamsburg City ($50) ....-....-.........-. 250,000 20 Jad 370 395 
LIFE 
15 Q 650 660 
& JaJI 250 ane 
7 A 300 wr 
12 J&JI 210 225 
10 Jad 150 dion 
12 M t N 275 
26 r8) F 400 425 
7 M&N 155 175 
10 450 
20 900 
7 | s&s 90 | 106 
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thereafter, and if any such certificate 
held by a partnership or corporation is 
so revoked, no member of the partner- 
snip or Officer of the corporation shalbl 
be entitled to any such certificate or 
license for the same period of time. 
Any persons, partnership or corporation 
violating the provisions of this section 
shall forfeit to the State the sum of five 
hundred dollars. This section shall not 
apply to life insurance nor to any cou- 
tract of insurance upon or in connection 
with marine or transportation risks or 
hazards other than contracts for auto- 
mobile insurance, nor to insurance 
written or contracts made by persons, 
associations and corporations author- 
ized to do business under articles five, 
six, seven and nine of this chapter. If 
the superintendent of insurance shall 
revoke the certificate of authority of 
any agent or broker and such agent or 
broker shall apply for a writ of cer- 
tiorari to review such action of the 
superintendent of insurance, the opera- 
tion of such revocation shall be sus- 
pended and such revocation shall not 
become operative until the final deter- 
mination of such certiorari proceedings 
and all appeals therefrom, but, in case 
the action of the superintendent is af- 
firmed, such agent or broker shall not 
be entitled to any certificate under this 
chapter for the period of one year after 
such affirmance. 

Written Application Must Be Filed. 

Section 50-b, Before any certificate of 
authority shall be issued by the super- 
intendent of insurance, under section 
fifty-a of this chapter, to persons, part- 
narships or corporations applying tnere- 
for, there must be filed in the office of 
the said superintendent a written appli- 
cation for such certificate which must 
set forth (a) the name and address of 
the applicant, and if the applicant be 
a partnership, the names and addresses 
of each member thereof, and if a cor- 
portation the names and addresses of 
each of its officers; (b) whether any 
certificate of authority as agent or as 
broker has been issued theretofore by 
the superintendent of insurance to the 
applicant, and, if the applicant is an 
individual, whether any such certificate 
has been issued theretofore to any part- 
nership of which he was or is a mem- 
ber, or to any corporation of which he 
was or is an officer and, if the applicant 
is a partnership, whether such certifi- 
cate has been issued theretofore to any 
member thereof, and if the applicant is 
a corporation, whether any such certifi- 
cate has been isued theretofore to any 
person who at the time application is 
made is an officer of such corporation; 
(c) the business in which the applicant 
has been engaged for the year next pre- 
ceding the date of application and, if 
employed by another, the name or names 
of such employer or employers; (d) 
that the applicant is engaged or intends 
to engage, in good faith, principally in 
the insurance brokerage business or 
that he conducts or intends to conduct 
such business in connection with a real 
estate agency or real estate brokerage 
business, and is not a salaried employe 
of any person, partnership or corpora- 
tion on whose property or risks he re- 
ceives or expects to receive application 
for insurance, and does not make the 
application for the certificate of author- 
ity for the sole purpose of securing com- 
missions on insurance written on his 
own property or risks. Such application 
must be signed and verified by the ap- 
plicant, and, if made by a partnership, by 
each member thereof, and if by a cor- 
poration, by any proper officer thereof. 

Sec. 3. This act shall take effect Jan- 
uary first, nineteen hundred and twelve. 
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SCOTTISH COMPANY ENTERS. 





Century of Edinburgh Appoints Henry 
w. Brown & Co., of Philadelphia, 
Managers for United States. 





After transacting a surplus line busi- 
ness here for several years, the Century 
Fire, of Edinburgh, Scotland, will enter 
the country regularly, the required 
$500,000 deposit being made with the 
New York Department and its American 
trustees Henry W. Brown and Compa- 
ny, of Philadelphia, who have been cor- 
respondents for the Company here, will 
be its United States managers. They 
will maintain headquarters for it in New 
York city. The Century was organized 
in 1885, and on the first of the present 
year reported assets of $4,000,000. Its 
premium income for 1910 was about 
3150,000, and the surplus in its fire 
pranch at the close of the year, $290,000. 

Brown and Company conduct a gen- 
eral and local agency at Philadelphia, 
and maintain a branch office in this 
city. 

Mr. Brown, Sr., father of the pres- 
ent head of the firm, was for some years 
United States manager of the Caledo- 
nian Fire of Scotland. 

The firm has long been a prominent 
and successful one of the Quaker City. 





COMBINED ASSETS, $583,650,756. 





Figures of Fire Insurance Companies 
Operating in New York State 
Last Year. 





A summary of the business of fire, 
fire-marine and marine insurance com- 
panies operating in New York during 
1910, contained in Part I. of the annual 
report of the State Insurance Depart- 
ment, made public on Monday by Super- 
intendent of Insurance Hotchkiss, shows 
that at the close of the year the 204 


fire, fire-marine and marine insurance 
companies doing business in New York 
were possessed of $583,650,756 of admit- 
ted assets, not including assets held 
abroad, nor premium notes of mutual 
companies. This is an increase of more 


than $41,000,000, as compared with the 
financial returns of the above compa- 


nies for 1909. The liabilities of these 
companies excepting scrip and capital 
were $316,486,560, an increase of some 
$20,700,000 over those of the preceding 
year. The total income was $332,321,231 
and disbursements ° $293,027,166, an in- 
crease, aS Compared with 1909, of about 
$15,000,000 in income and nearly $18,- 
000,000 in disbursements. Premium 
receipts increased about $16,700,000, 
while losses paid increased $13,000,000. 
The unpaid losses show a slight in- 


crease over 1909. The total amount of 
insurance in force at the end of 1910 
was nearly $44,500,000,000, an increase 
over the previous year of about $4,000,- 
(00.000. 

The National Convention of Insurance 
Commissioners, at their convention held 
at Colorado Springs in August, 1909, 
adopted an underwriting and investment 
exhibit which was embodied in the fire 
and marine statement blank for the first 
time that year. The total result of the 
companies’ underwriting and _ invest- 
ment returns shows that the 204 fire, fire- 
marine and marine insurance companies 
reporting to this department for the 
year 1910 made an underwriting gain 
of $18,626,339. The gain from invest- 


ments of these companies was $14,842,- 
846, a total of $33,469,185, from which 
must be deducted a loss in surplus of 


$21,018,528, on aecount of dividends 
paid, changes in special reserves and 
balance of remittances to and from 
home offices of foreign fire and marine 
companies of other countries, making 
the total net gain in surplus for the 
Year $12,450,662. 

The fire companies wrote in the State 
of New York during 1910 $5,682,609,591 
of insurance, an increase of about $304,- 
000,000 over the previous year. The 
excess of fire premiums received over 
fre losses incurred and estimated ex- 
penses on New York State business for 
the vear wag 38,272,808 and is classified 
as follows: 


New York State companies. . . $2,640,352 


Companies of other States.... 3,099,649 
Foreign cos.—U. S. branches. 2,532,807 
The marine and inland risks, written 
in this State during 1910 by fire and fire- 
inarine companies, show an increase of 
$374,000,000 over those of 1909. 

The above summary of the results of 
the operations of the companies for the 
past year shows that 1910 did not prove 
a very profitable one; the material in- 
crease in fire iosses and the relatively 
low values of securities both had their 
effect in reducing the amount of the in- 
crease in surplus funds at the end of 
1910 by nearly $15,000,000 from that 
shown for 1909. 

The fire losses in this country and 
Canada for 1910 are stated as $234,500,- 
000, being some $31,000,000 in excess of 
those of the previous, year. In the above 
figures no account is taken of the neces- 
sarily large amount of indirect loss, 
which is always an important factor. In 
considering this enormous and per- 
manent loss of property value, it is at 
least gratifying to note that, owing to 
the sad and apparently needless sacri- 
fice of human life in the recent fires in 
manufacturing plants in Newark and 
New York, the authorities of the larger 
cities of the country are at last, though 
tardily, waking up to the fact that more 
stringent fire prevention ordinances and 
building laws must be enacted. There 
should be no delay in overcoming pres- 
ent conditions by such remedial legisla- 
tion as will serve to largely reduce the 
tremendous amount of property waste 
by fire and prevent such holocausts as 
those above mentioned. 





$10,000 Blaze at Cape May City. 





Insurance covering on the plant of 
the Cape May Glass Company, of Cape 





May, N. J., burned on the Ist inst., | 
totals $30,600, and applies under the 
general form. The loss, it is estimated, | 


will be about 33 1-3 per cent. The list | 
of companies is as here given: 
Franklin Fire .....csccccccscecs $1,500 | 
SE EDS chehie nee nen nae cud 1,000 | 
Sr er 2,500 
National of Hartford: .....ccccee 3,300 
PE SEE Giiwesecbenseeewsaue 625 
eee rrr csr 1,000 
Cumberland Mutual ............ 1,500 | 
Providence-Washington ......... 2,000 
Pemeies TOMEIOGRE 2 ccs cccescccace 1.500 | 
COMOMIRE BIG. 2 ic cccesccccccesese 1,000 | 
PO SE wb Rdwiecedeseinta vas 1,300 | 
ee cise an cle ts Awe ae 0 eee 1,250 | 
Insurance Underwriters ........ 1,250 
Franklin of Washington......... 1,500 
National General ......cccsceses 1,150 
National British & Trish 

Millers’ Ins. Company........... 1,150 
Omnium Ins. Corporation........ 1,150 
‘O&O RRP e re 1.500 
eer 1,425 
EE ee ere 1,000 
ee eee eee 2,000 





Insuring Stamp Collections. 





Appreciating that large values are fre- 
quently represented by stamp collec- 
tions, the Providence-Washington In- 
surance Company of R. I. now grants 
indemnity against their loss by fire, 
burglary, or in course of transit, either 
by mail or express. 





Favor Fire Marshal for New York. 





Ata recently held meeting of the New 
York Chamber of Commerce, its com- 
mittee on insurance went on record as 
endorsing Assembly bill No. 409, provid- 
ing for the establishment of the office of 
State Fire Marshal. 





A Proper Restriction. 





An ordinance prohibiting the use of 
shingle and board roofs within the cor- 
porate limits of the city, has been 
passed by the Jackson, Miss., common 
council. 





Assistant Manager for Kemp Agency. 





Charles L. Hecox has been appointed 
assistant Western manager of the O. C. 
Kémp general agency of Chicago, with 
which office he has been identified for 
the past five years. 





Admitted to Maryland. 
The General Fire Assurance Compa- | 
ny of Paris, France, of which Fred S. | 
James & Company of New York are | 
United States managers, has been ad- | 
mitted to Maryland. Parr and Parr 
have been appointed its agents at Bal- | 
timore. | 








Admitted to Louisiana. 





Admission into Louisiana has been 
granted the 


mingham, Ala. 





Coinsurance Clause Permitted in lowa. 





Under certain restrictions use of the 
coinsurance clause is now permitted in 
Iowa. 





Friday last was the twentieth anni- 
versary of John Stagg’s appointment 
as chief of the Paterson, N. J., fire de- 
partment. In all, he has been identi- 
fied with the service for over forty 
years. 


Inter-State Fire, of Bir- | 


| 








W.L. REYNOLDS 
Vice-Pres. and Mer. 





Company 
HOME OFFICE 


BIRMINGHAM 
ALA. 


A 
SOUTHERN 
COMPANY 
WITH 
A NATIONAL 
SCOPE 


J. PF. STOCKDELL 
Asst. Manager 








Calumet Insurance Company 
CHICAGO 








WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 
Managers Accident and Health Department 





for New Jersey 


Assets over $18,000,0U0. 
Board of any public conveyance. 
SEE OUR NEW SAMPLE POLICY. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
Incorporated 1868 
Third oldest American Company writing Accident and Health Insurance. 
Stockholders’ Liability unlimited. 
Indemnity Clause includes while on the Platform, Steps and Running- 
Physicians, Surgeons, Undertakers 
and Dentists receive all benefits of preferred risk without extra charge. 
NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 

Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 


Assets 


Over $18,000,000 


Double 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 

United States Branch, 100 William Street, New York 

ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in dolng so 


MORRIS L, DUNCAN, U. 8S. Manager 
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INSURANCE 
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Lines BOUND and WRITTEN in Excellent Companies throughout 
United States, Canada, Mexico and Cuba 











WOOD BROTHERS & COMSTOCK 
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CAMDEN FIRE INSURANCE ASS'N, OF N. J. 

GEORGIA HOME INSURANGE CO., of Georgie. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 

MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 

PITTSBURG UNDERWRITERS, of Pennsyivanie. 
WESTERN RESERVE iNSURANCE GO., of Onle 





100 WILLIAM STREET - - - 





New York 
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INSURANCE SALESMANSHIP. 





(Continued from page 3.) 


pany with a good agency force. Many promising 
men have made strong efforts to succeed in the 
business, have written their friends, then gone 
among strangers and have been obliged to rebate to 
an extent where they could not make a living. In 
many cases general agents have made small advan- 
ces to agents which it was impossible for the latter 
to make good. Discouragement resulted on both 
sides and another man who might have succeeded 
under other conditions gave up in disgust. A very 
small amount of money has been made in propor- 
tion to the effort expended and the dissatisfaction 
has become so general that even those who would 
have formerly opposed such legislation are now sup- 
porting the Rebate Bill which is before the House. 


We have found that business building 
consists in making satisfied and there- 
fore permanent patrons. At a hard- 
ware store the other day, I was shown 
an endless chain pulley. Where the average man 
can life about 80 lbs. to a point as high as his own 
head, he can by pulling 80 lbs. on this chain pulley 
lift 20,000 Ibs. His efficiency has therefore been in- 
creased by the ratio of 250 to 1. This wonderful re- 
sult is accomplished by a set of gears inside the 
pulley and the number of feet of chain handled. If 
fewer feet of chain are handled, the pull required 
to lift the same weight is very much greater. Every 
satisfied policyholder is a link in an endless chain 
which will bring more business both through his in- 
creasing his own insurance and the indirect adver- 
tising of his telling someone else about the desir- 
able proposition he has secured and the fine treat- 
ment he has received. The right kind of agents are 
the gears which increase the length of the chain 
passing through the hands of the general agent 
thereby increasing the agency’s efficiency in lifting 
the weight of profit and in a ratio many multiples 
of the general agent’s individual production. 
A great many companies have publish- 
Scientific ed in pamphlet form, a course of infor- 
Training. mation relative to the company, the 
policy contract,“ the prospect and the 
best methods of persuading the prospect to purchase 
their policy. It has become a custom among nearly 
all companies to hold meetings at various times 
among their agents and read papers for the ex- 
change of knowledge of the various elements and 


Business 
Building. 





facts relative to the business. All this is an ac- 
knowledgement that there are general laws pertain- 
ing to the various factors in our business, the con- 
scious or unconscious observance of which greatly 
facilitate success, and the disregard of which means 
at least inadequate success if not total failure. 
Some of these companies advertise the fact that 
they have a course to train agents and I know in 
Rhode Island one of those companies has been suc- 
cessful in attracting college men to the work be- 
cause they appreciate the value of scientific train- 
ing. We respect the doctor and lawyer more be- 
cause we feel they have had scientific training than 
because of our knowledge of their experience. We 
have all heard of doctors or lawyers who have suc- 
ceeded with very little training, but.they will have 
to have.a mighty long experience before you or 1 
want to place our own case in their hands. Jt may 
be different in your agency, but in most agencies the 
new man gets a rate book and is told to study the 
loose-leaf book, and wade through the company’s 
printed circulars, with possibly “Definitions in Life 
Insurance” as a life line. Then he is sent out with 
a rate book and expected to get business. We have 
been long on knowledge of the company, but mighty 
short on knowledge of the prospect and the sale. If 
the man succeeds, he’s a wonder and that’s one of 
the reasons why proportionately few men are per- 
manent successes in our line of business. I don’t 
doubt for a minute that if you could give each man 
your personal time, you could make a good agent, 
but demands on the general agent’s time are to-day 
increasing out of proportion to the increase in his 
business. At present most general agents are 
obliged to write a large personal business in orde’ 
to secure a sufficient volume and are handicapped 
thereby to a great extent in developing their agen- 
cies to the highest point of efficiency. In time a 
sufficient number of adequately trained agents would 
allow the general agent or manager to devote his 
time to managing and developing his field to a 
point where in later years he can accomplish with 
an 80 lb. pull what would otherwise require an ex- 
ertion double his weight, and at a time when he is 
in no condition to make such an effort. 
It must not be expected that a gen- 
Scientific eral agent could afford to reduce 
Management. his personal volume for some time; 
in fact, only as the introduction of 
new men properly trained can more than replace 
his production. In introducing “Scientific Manage- 
ment” into a manufacturing plant, it frequently 


takes from three to five years to make the neces- 
sary changes. Scientific management consists to a 
great degree in the improvement of implements and 
methods and the elimination of false or unnecessary 
motions. It results in a combination of what Taylor 
calls “the four great underlying principles of man- 
agement.” He defines these principles as 

“First. The development of a true science. 

“Second. The scientific selection of the workman, 

“Third. His scientific education and development. 

“Fourth. Intimate friendly co-operation between 
the management and the men.” 

I am not going to try to advertise the 

Brief Course Sheldon School. It doesn’t need it, 

Desirable. and if I had been, I should have had 

Sheldon write this paper. I do want 

to say, however, that what little success I have had 
in actual selling of life insurance, I attribute to the 
principles laid down in that course. It unquestion- 
ably substituted what would have otherwise taken 
years of experience to acquire. When I tell you 
that I have been through most of that course three 
times, you will appreciate my belief in it. In the 
first place, we can’t afford to give our agents such 
a course, and in the second, it takes too much time 
and is too comprehensive. It is not only a course 
in salesmanship, but in life. There are in this room, 
however, some of the keenest and best educated 
minds in the business, and I know if we would each 
contribute some part of our knowledge, we could 
evolve a brief course of training which would sur- 
pass that of any correspondence school, or the pro- 
duct of any one mind, no matter how able. It could 
be published in pamphlet form so that the lessons 
could be readily carried in the pocket. It is not 
claimed that even a single new fact would be 
brought to light that was not known to someone in 
the past. #It would, however, involve a certain com- 
bination of elements which has not existed in the 
past, namely, old knowledge so collected, analyzed, 
grouped and classified into laws and rules that it 
constitutes a science. Not only may we anticipate 
the great benefit to the individual agent from his 
increased efficiency and the subsequent benefit to 
the general agent and the company, but also the 
eminently greater benefit resulting to the public 
from the wider distribution of the provisions of 
life insurance. Such a course would I believe, 
lighten the labors of the general agent and have a 
part in building up an agency force the wonderful 
efficiency of which would be the envy and despair 
of our competitors. 





EVOLUTION IN EXAMINATIONS. 





(Continued from page 6.) 
nis conclusions, his integrity and ability 
are never called into question. 

While exceptionally well posted on all 
questions entering into the theory and 
practice of underwriting, Mr, Wolfe is 
anything but dogmatic in his manner of 
thought or speech. On the contrary, he 
is always open to conviction, and if he 
is proven to be in error, no one is more 
prompt to admit it than he. But he in- 
sists on having facts laid before him, 

therefrom 
must be based upon common sense. 
While ever ready to help the honestly 
intended, Mr. Wolfe has no patience 
with charlatans and schemers. In deal- 
ing with them the velvet glove usually 
worn is discarded and the iron hand 


and the deductions made 


used in all its strength. 
While positive in denunciation of er- 
ror, Mr. Wolfe is the reverse of vindic- 


tive, as more than one underwriter who 
has crossed swords with him can test- 


ify, and if a company, that has been 
criticised by him because of what he 
holds is a mistaken course of action, 
shows a disposition to amend its policy, 
no one is more ready to lend it aid than 
Mr. Wolfe. 

Courteous and frank of manner, Mr. 


Wolfe makes friends easily, and, what is 

of more consequence, holds them, the 

number growing with the passing years. 
Capable Lieutenant. 

In Lee J. Wolfe, his brother, Mr. Wolfe 


has developed a highly capable lieuten- 
ant and one to whom he entrusts work 
of the most important nature. In fact, he 
takes complete charge of examinations 
for State departments and private cor- 
porations and will supervise the work 
of the office during the absence abroad 
of S. H. Wolfe. : 





ROBERT COOK A SUPERVISOR. 





(Continued from page 9.) 
of an unusually active temperament. 
His loyalty is intense; his industry, un- 
tiring. As has been said of his esteem- 
ed predecessor, to him duty is sacred 
and work a pastime. Soon after his 
‘retirement,’ there was a new command- 
ing figure in the field. ‘Bob’ Cook, 
of his own violition, was visiting his 
erstwhile colleagues, superintendents, 
meeting their staffs, taking charge of 
districts from which the superintend- 
ent was temporarily absent, offering 
his services freely and doing good 
wherever he went—his sturdy, stalwart 
figure, genial personality and manly, 
forceful words putting new life and 
energy into all who came within the in- 
fluence of his cheerful presence.” 





Metropolitan Life Director. 





Richard Major has been elected a 
director of the Metropolitan Life suc- 
ceeding Dr. A. S. Knight, whose elec- 
tion to the directorate was temporary, 
pending selection of a permanent di- 
rector. 

Mr. Major is a son of a former di- 
rector, and his father was the business 
partner of Joseph F. Knapp, former 
president of the Metropolitan. 


UNION CENTRAL LIFE CASE. 





Journal Entry Shows Complete Vic- 
tory for Company Sustaining Its 
Stock Dividend. is 

The “Journal Entry” in case of The 
State ex rel Ellis, Attorney General -vs. 
The Union Central Life before the Su- 
preme Court of Ohio, as sworn to under 
date of April 25 by Frank E. McKean, 
clerk, is as follows: 

“This cause came on to be heard 
upon the transcript of the record of the 
Circuit Court of Hamilton County, and 
was argued by counsel. On considera- 
tion whereof, it is ordered and adjudg- 
ed by this court, that the judgment of 
the said Circuit Court be, and the same 
is hereby, affirmed, for the following 
reasons, to wit: 

“1. There is testimony tending to 
prove each and all of the controverted 
facts found by the Circuit Court. 

“2. That, therefore, this court will 
not weigh the evidence in this case and 
will accept the findings of facts as de- 
clared by the Circuit Court. 

“3. That, as found by the Circuit 
Court, the defendant in error made no 
separation of its receipts and expendi- 
tures, profits and losses, as they per- 
tain to participating and to non-partici- 
pating policies, from the time it began 
the life insurance business up to the 
first day of January, 1908, and that, in 
such conduct of its business, it accumu- 
lated a surplus, which, on December 
31, 1907, amounted to $2,422,184.25, of 
which a sum largely in excess of $400,- 
000 was derived from non-participating 
policies; and that the surplus derived 
from the non-participating policies of 
the defendant for the years 1908 and 
1909 was in excess of $400,000. 

“That the defendant in error had a 


lawful right and was not estopped, to 3 
make the said issue of $400,000 of capi- 

tal stock and was entitled to apply to- 

ward the payment of said stock $400,- 

000 eut of the surplus on hand Decem- 

ber 31, 1907, theretofore derived from 
non-participating business, as. was 

done. 

“5. ‘That, upon the facts found, re 
lator is not entitled to the relief prayed 
for. 

“And it appearing to the court that 
there were reasonable grounds for this 
proceeding in error, it is ordered that 
no penalty be assessed herein. 

“It is further ordered that the de- 
fendant in error recover from the rela- 
tor its costs herein expended taxed 
i ere 

“Ordered, that a special mandate be 
sent to the Circuit Court of Hamilton 
County to carry this judgment into 
execution.” 





Metropolitan’s Generosity. 





About 75 policyholders of the Met- 
ropolitan Life sustained complete loss 
of their household furnishings in the 
recent conflagration at Bangor, Me., in | 
most instances of course without insur- 
ance to cover the loss. In order to re- 
lieve any suffering, the Company sent 
$3,750 to ‘Superintendent Lawrence 
Rooney to be distributed among the in- 
sured at his discretion. The Company’s 
office was totally destroyed, although 
the most important books and records 
had been removed. 








Instead of writing life insurance 
through the Continental Casualty Com- 
pany of Chicago, as was at first plan- 
ned, the stockholders of the corpora 
tion will form a separate institution for 
that purpose. 
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LIFE INSURANCE FOR ALIMONY. 





Pie Manufacturer Adopts Sure Plan for 
Carrying Out Decree of the 
Court. 





Using an endowment life insurance 
policy to pay alimony is a new wrinkle 
in the life insurance business that came 
to light last week in Chicago. By an 
award of the Superior Court in the case 
of Case vs. Case, an endowment policy 
for $100,000 will take the burden of pay- 
ments off the hands of the defendant 
after twenty years. The latter is Elmer 
G. Case, manufacturer of the famous 
pies who has made several millions out 
of dough. His wife secured a decree of 
absolute divorce with what is perhaps 
the largest alimony of record. She re- 
ceives $5,000 in cash a year for twenty 
years from her former husband, who, 
in addition, pays the premiums on a 
twenty-year endowment policy in her 
favor, which in the event of his death, 
or after maturity of the contract, will 
continue the installment payments of 
$5,000 a year, paid quarterly, until her 
death, and in that event, if it happens 
before $100,000 has been paid, the re- 
mainder goes to her children. 

The policy is one which was written 
in the Penn Mutual Life through Mc- 
Cary & Howell, of Chicago, and was in 
force before the granting of the decree. 


When it came to make settlement, Mrs. 
Case’s attorney, Judge William A. 
Vincent, of Chicago, suggested its ad- 
justment of the policy to cover this con- 
tingency, and his novel plan was fol- 
lowed 

Judge Vincent is quite a student of 
life insurance and a firm believer in 
its possibilities to fill many of the re- 
cuirements of peculiar legal settle- 
ments. So far as can be learned, this 
is the first case of the kind on record, 
and Judge Vincent may be credited with 
a new discovery, which ought to be in- 
teresting to those about to be divorced, 


as well as to life insurance salesmen, 
who have a new avenue of effort thus 
opened to them. 





OPPOSING HOEY STOCK BILL. 





Hotchkiss and Legislators Disagree as 
to Proper Course—Counteracting 
Measure Considered. 





Albany, N. ¥., May 10.—A very decid- 
ed difference ef opinion has arisen be- 
tween Superintendent Hotchkiss, of the 
Insurance Department, and legislative 
leaders in reference to the bill, which 
would repeal the provision in the in- 
surance law, which would require life 
insurance companies to sell certain 
stock before next December 31. The 
legislative leaders seem very much in 
favor of repealing the law, as required 
in the Hoey bill, while the superintend- 
ent is against the proposition altogeth- 
er. He at first was not even in favor 
of extending the time, but he is now 
endeavoring to have the time extended 
five years. He will have introduced 
this week, if possible, a bill making this 
provision in place of the repealing 
measure. A talk with legislators this 
week, however, would indicate that it 
is the intention to pass the Hoey bill. 
the companies want the restriction re- 
moved altogether, as provided in the 
Hoey bill, and it is said that they would 
fight to the bitter end any attempt to 
enforce it, 





ALBANY LEGISLATION. 





Measures Affecting Fraternal Societies 
and Industrial Institutions Intro- 
duced This Week. 





Assemblyman Wheeler has introduc- 
ed a bill requiring fraternal or secret 
societies doing an insurance business to 
meet annually and elect officers annu- 
ally. A bill by Senator Ramsperger au- 
thorizes co-operative or assessment 
companies to place health, casualty and 
life insurance upon the lives of per 





sons between the ages of 17 and 21. 
The legal disability of such a person 
to make a non-voidable contract is re- 
moved so far as applying to such an in- 
surance policy. 

Senator Frawley has introduced a 
resolution providing for the investiga- 
tion of industrial insurance companies 
by a committee of three senators and 
five assemblymen. The sum of $20,000 
is appropriated for the investigation. 





METROPOLITAN’S LEADERSHIP. 





Ranked First in Ordinary in Ten 
States and Headed List in 
industrial in 18. 





{fn amount of Ordinary placed and paid- 
for, the Metropolitan for 1910 stood No. 
1 in ten States, to wit: Connecticut, Ken- 
tucky, Maine, Maryland, Massachu- 
setts, Missouri, New Hampshire, New 
York, Rhode Island and Vermont. 

In Industrial the Company ranked 


No. 1 in seventeen States, namely: Ala- 
bama, California, Connecticut, District 
of Columbia, Florida, Kentucky, Maine, 
Maryland, Massachusetts, Minnesota, 
Montana, New Hampshire, North Caro- 
lina, Rhode Island, Tennessee, Vermont 
and West Virginia. 

In combined results the Company 
was No. 1 in sixteen States, as follows: 
Alabama, California, Connecticut, Dis- 
trict of Columbia, Georgia, Kentucky, 
Maine, Maryland, Massachusetts, Min- 
nesota, New Hampshire, North Caro- 
lina, Rhode Island, Tennessee, Vermont 
and Virginia. 

It. was No. 2 in Ordinary in six 
States; No. 2 in Industrial in seventeen 
States; and in combined results No. 2 
in eleven States. 





Continental Assurance Co. 





The Continental Assurance Company 
has been formed under the laws of the 
State of Illinois by some of the men 
interested in the Continental Casualty 
Company. Preliminary legal formalities 
have been completed and application 
for a license will be made shortly. H. 
G, B. Alexander, president of the Conti- 
uental Casualty Company, is president 
of the Continental Assurance Company, 
and Manton Maverick, secretary. 





FIRE NEWS. 





(Continued from page 15.) 
FOR FIRE REDUCTION. 





“Pyrene” a Highly Valuable Aid To- 
ward that End—Approved by 
Underwriters. 





A chemical fire extinguisher that has 
stood the severe test of long practical 
experience, is that known as “Pyrene,” 
supplied by the Pyrene Manufacturing 
Company of New York City. The prep- 
aration is “a combination of powerful 


gases in liquid form absolutely devoid 
of moisture, thus rendering it a non- 
conductor of electricity. When this 
liquid is subjected to a temperature of 
200 degrees or more, it is instantly con- 
verted into heavy white gas, which, sur- 
rounding the fire, excludes oxygen, and 
extinguishes the fire without damaging 
adjacent property. 

“It will not freeze at a temperature 
of 100 degrees below Zero; does not de- 
teriorate with age, thus eliminating 
cost of renewal; it does not corrode 
metals or injure varnished surfaces or 
the most delicate fabrics or materials. 
It is equally efficient on all classes of 
incipient fires, including chimney fires, 
curtain fires and grease fires. It will 
not injure foodstuffs either when cook- 
ing or elsewhere—upon flour or sugar 
it has no effect, and is the only ex- 
tinguisher that will effectually ex- 
tinguish burning gasoline, turpentine, 
varnish, oil soaked waste, shavings, ex- 
celsior, and all other highly inflamma- 
ble materials.” 

As perhaps fully 95 per cent. of all 


fires could easily be extinguished in 
their incipient stage, the value of equip- 
ing properties with appliances of such 
efficiency as “Pyrene” is apparent to 
the most obtuse. 

The fluid is contained in metal tubes, 
three inches in diameter by fourteen 
inches long, and weighs about five 
pounds each. The mechanism is simple 
in its operation and easily handled by 
women and children. 

To pass the inspection and secure the 
approval of the engineers of the various 
underwriting boards of the country, is 
a guarantee of undoubted merit, and 
the Pyrene Fire Extinguisher “is in- 
cluded in the list of approved fire ap- 
pliances, examined under the require- 
ments of the National Board of Fire 
Underwriters, by the Underwriters’ Na- 
tional Electric Association after ex- 
haustive tests by the Underwriters’ 
Laboratories and approved for use.” 

Such representative railway systems 
as the New York Central & Hudson 
River; Delaware, Lackawanna & Wes- 
tern and others, use the extinguishers 
upon their properties, as do many of 
the traction lines. But recently the 
Philadelphia Rapid Transit Company 
placed an order for 600 of the extin- 
guishers, while the Interboro Rapid 
Transit Company of New York would 
not be content with less than 7,000. 
Municipal fire chiefs are proverbially 
skeptical as to the worth of new protec- 
tive devices, but the authorities of such 
leading centers as New York, Boston 
Indianapolis, Providence, and dozens of 
lesser points, have been forced to admit 
the logic of demonstrated fact, and now 
carry “Pyrene” as part of their regular 
equipment. 

Hundreds of testimonials are had 
from manufacturing companies acknowl- 
edging the worth of the extinguisher as 
proven under trial, and as evidence of 
appreciation the Borden Condensed 


Milk Company within the past month| 
ordered 1,200 extinguishers shipped to| 


its 180 stations throughout the country, 
while fhe Standard Oil Company asked 
that 500 be sent its Winnipeg, Can., 
branch. 

Not the least valuable feature of “Py- 
rene” is that although powerful in sup- 
pressing flame, it is absolutely harmless 
in its effect upon fabrics. 

That our annual fire loss is a Nation- 
al disgrace is a truism that does not 
lose force because of frequent repeti- 
tion. Every practical means for reduc- 
ing the destruction is welcomed by fire 
underwriters and property-owners alike, 
a fact that accounts for the evergrow- 
ing popularity of “Pyrene.” 

Perhaps the best evidence of the 
work of the extinguisher is afforded by 
the following record of its monthly sales 
for each month of 1910, and the first 
four months of the present year. The 
record is as here shown: 

1910—Total sales for the month of 
January, $1,640.26; February, $1,771.33; 
March, $4,553.16; April, $5,544.69; May, 
$7,443.51; June, $7,616.56; July, $8,567.- 
37; August, $8,236.50; September, $9.,- 
677.73; October, $5,106.69; November, 
$7,330.70; December, $4,364.29. 

1911—Total sales for the month of 
January, $11,506.11; February, $10,- 
933.88; March, $18,267.14; April, $17, 
710.63. 





SPRING GARDEN TO DOMINATE. 





Company Management to be Controll- 
ing Factor in Merger Arrangement 
—Aggregate Assets over $4,000,000. 





Although for business reasons the | 


title of the Insurance Company of the 
State of Pennsylvania will be used 
for the enlarged corporation formed 


through the merger of the Spring Gar- | 


den, Union and Insurance Co. of the 
State, corporations, 
institution of which Clarence E. Porter 
is the defacto as well as the de jure 
president, will completely dominate 
the enterprise. 

To quote Mr. Porter: “the manage- 
ment, control and business operations 
of the consolidated company in both 

(Cont#hued on page 18.) 


the first named | 


Conditions in Liability Business. 





Conditions in the liability business 
are, in general, good. The business sit- 
uation, too, seems to be improved, as 
indicated by the general increase in 
payroll estimates for renewal contracts 
and the willingness of our assured to 
pay the premium indicated by such in- 
crease. 

The combined experience of the lia- 
bility companies in certain States, and 
groups of States, has compelled a rec- 
ognition all along the line of the need 
for an increase in ratings. The gravi- 
ty of the situation is so thoroughly rec- 
ognized, and the danger of any depar- 
ture from conservative methods so well 
appreciated, that it does not seem as 
difficult to conduct the business along 
reasonable and proper lines as hither- 
to; and we miss the reckless competi- 
tion which has, in the past, prevented 
the more careful underwriter from ob- 
taining adequate rates, even in the 
light of costly experience. 

In brief, we have all learned some 
thing from past experience. Most of 
us are willing to appreciate that a gen- 
eral diffusion of knowledge is helpful 
to all; in other words, as “two heads 
are better than one” so also “in a mul- 
titude of counsellors there is wisdom.” 
—“Monthly Bulletin” of the Fidelity & 
Casualty Company. 





LEGAL NOTICES 


STATE OF NEW YORK INSURANCE DE- 

PARTMENT. 
ALAS VY, April 26, 1911 

| Whereas. COMMONWEALTH FIRE IN- 
| SURANCE COMPANY, located at Dallas, in 
| the State of Texas. has filed in this office a 
sworn statement by the proper officers there- 
of showing its condition and business and has 
complied in all respects with the laws of this 
State relating to fire insurance companies 
incorporated by other States of the Uniteu 
States. 

Now therefore, in pursuance of law. I Wil- 
liam H. Hotchkiss, Superintendent of Insur- 


ance of the State of New York, do hereby certi- 
fy that said company is hereby authorized to 
transact its appropriate business of fire in- 
| surance in this State in accordance with law, 
during the current year. The condition and 
business ef said company atthe date of such 
statement (December 31, 1910), is shown as 
follows: 
Aggregate amount of admitted as- 
sets.... ainteiiante 3 eeeee «+ .- 007,085.58 
Aggregate amount of liabilities 
(except capital and surplus), in- 
cluding reinsurance.......... 214,444.20 
Amount of actual paid up capital... 240,000.00 
Surplus over all liabilities.. 62,650.78 
| Amount of income for the year.. 26.80 bY 
Amount of disbursements for the 
year. ; 259.751.32 
In witness whereof, Ihave hereunto sub- 
scribed my name and caused the seal 
Seal) of my office sot ye affixed the day and 


ye ar oe ah writte 
iLLIAM. ‘i. HOTCHKISS, 
Superintendent of Insu: ance 


| WHILDEN & HANCOCK, 
Managers for New York State, 
No. 105 William Street, New York. 





STATE OF NEW YORE INSURANCE DE- 
PARTS ENT. 


Lityy April 26, 1011 

Whereas, AUST IN FIRE INSURANCI 
COMPANY. located at Dallas, in the State of 
Texas, has filed in this office a sworn statement 
by the proper officers thereof showing its con- 
dition and business and has complied it all 
respects with the laws of the Sti ate relating t 
fire insurance companies incorporated by other 


States of the United States. 
Now therefore, in p ursuance of law, I, William 


H. Hotchkiss, Superintendent of Insurance of 
the State of New York, do hereby certify that 
said Company is he reby authorized to transact 
its appropriate busine ss of fire insurance in 
this State in accordance with law, during the 
current year The eondition and business of 
said company at the date of such statement 
(December 31, 1910), is shown as follows 
Aggregate amount ef admitted as- | 
-ets. Hae i lf 
Aggre gi ate amount of liabilities (ex- 
cept capital and surplus), includ- 
ing reinsurance.... 214,763 22 
Amount of actual paid up Ce cap ital.. 21v, 000 00 
Surplus over all liabilities ISOS 
Amount of income for the year ou .6U6 20 
= of Disbursements for the _ 
ear . 253.884 18 
"—. witness whereof, I have hereunto sub- 
scribed my name and caused the seu! 
{[Seal.] of my office mn be affixed the day anu 


year above writt 
WILL TAM. a HOTCHKISS, 


| 
} Superintendent of Insurance 
WHILDEN & HANCOCK, 
Managers for New York State, 
No. 105 William Street, New York. 
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ASUALTY AND 


SURETY HAPPENINGS 





EXERCISING EXTREME CARE. 


Surety Men Scrutinizing Ability of 
Bidders on New York Aqueduct 
Work to Handle Job. 


What is reputed to be the second 
largest enterprise ever proposed by the 
city of New York at one time, is the 
construction of several sections of the 
new water supply system, bids for 
which are being received, and will be 
opened on the 16th inst. 

The work, it is estimated by the 
city’s engineers, will cost about $25,- 
000,000, and will require at least five 
years to complete. Surety men are 
greatly interested in the matter, for 
they will be asked to supply bonds to 
the bidders, and these are now being 
received. 

Because of the extent and character 
of the work, probably not more than 
ten or a dozen firms in the entire 
country are in position to undertake it, 
and the surety men are unhesitatingly 
rejecting applications for indemnity 
from any who do not in every respect 
measure up to full standard require- 
ments, and these are exceedingly rigid. 

Premiums on the bonds required at 


SPRING GARDEN TO DOMINATE. 


(Continued from page 17.) 
office and field, will be simply a con- 
tinuation of our (the Spring Garden's) 
present policy, with added capital, sur- 
plus and assets for the protection of 
its policyholders.” 

Under late date Mr. Porter, address 
ing the agents of the Spring Garden re- 
garding the consolidation stated that: 

An agreement has been entered into. by 
which the Spring Garden Insurance Com- 
pany will have its capital dowbled and its 
surplus increased by consolidation with 
two of the: oldest Philade 
namely, the Insurance Comy i 
of Pennsylvania, chartered A. D. 1794, ane 
the Union Insurance Company of Philadel 
phia, chartered A. D, 1804. 


t 


In preparing for this nsolidation, the 
business of the Union and the State of Penn- 
sylvania has been reinsured, without. how- 
ever, conditions or restrictions as to future 





operations, the busin 
Spring Garden conti 
turbed. 

The proposed plan has had the approval 


operations of the 
iting absolutely undis 





f the It Commissioner of Pennsyl 
va 1 (sas rapidly as the details can be 

rked out, new supplies and poliey blanks 
will be forwarded you In the meantime, 
continue to use the Spring Garden supplies 
and policies, and call for more as you may 


ed them. 

Che enlarged Compar will have a capital 
of $800,000, surplus to policyholders approxi 
mating $1,400,000, assets of over $4,000,000 

1 will be ealled the Insurance Company of 
the State of Pennsylvania, which name ha 
leen selected after ¢ ost careful consider 

ion of all points involved 

















This must not be considered in any way 
1 change in the business perations of the 
Spring Garden Insur e Company rhe 
present policy will not be altered by reason 
of the increased size and change of name. 
The present 1 t of the Spring 
Garden is to remain in control of the con- 
solidated company exactly the same as it 
has been, for the last eight years, in con- 


trol of the Spring Garden 
ry, and will nti 
in both offic 


nee Compa- 
ict its affairs 


















We ask y in vatehful care, as 
the representative of this Company, in the 
selection of the class of business to be given 
it, and by accepting only nel \ 
free from moral hazard; ml Vv 
physical hazards are properly guarded; and 
the rate is adequate for the hazard, you will 
continue to be a valued part the organi 

ion for the further upbu g of this great 

nd old corporation im sur you a 
continnance of the same ind fnl - 

peration in every thing w h will be to 
mur mutnal interest and ld t ! nleasu 
of our bn $s tercourss 





General Manager of Rossia Dead. 

Following an operation ‘for appendi 
citis, General Manager Vogt of the Ros 
sia Insurance Company of St. Peters 
burg, Russia, died on Saturday last 

Company members of the Western 
Union have been warned by Insurance 
Commissioner Perry A. Ballard, against 
enforcing separation among agencies in 
the State. 





the flat rate charged (% of one per 
cent.) will aggregate 1,250,000 annu- 
ally, hence it will be seen that the suc- 
cessful bidder for the work, must pos- 
sess substantial means to take care of 
his indemnity feature, quite aside from 
prosecuting the construction work. 

The contracts are divided into four 
parts, and are called respectively num- 
bers 65, 63, 67 and 66. 

From each we quote the nature of 
the work called for and the character 
and extent of the indemnity demanded: 

Contract No. 65. 

For the construction of a portion of the 
city tunnel of the Catskill Aqueduct. a cir- 
cular tunnel in rock, 15 feet and 14 feet 
inside diameter. From the northerly end 
of the work sat Aqueduct and Burnside 
avenues, near University Heights, the tun- 
nel line extends in a general southerly direc 
tion under Aqueduct and Lind avenues, in 
the Borough of the Bronx, to the crossing 
under the Harlem River at 167th street, near 
Highbridge, thence beneath Highbridge, St. 
Nicholas and Morningside parks and connect- 
ing streets, in the Borough of Manhattan, 
to Central Park, near 8th avenue and West 
Oth street. The work will be carried on 
through 7 shafts, spaced from 2,500 to 5.100 
feet apart, and varying in depth from 260 
to 475 feet. 

Two or more bonds, the aggregate amount 
of which shall be nine hundred thousand 
dollars ($900,000, will be required for the 
faithful performance of the contract. 

No bid will be received and deposited un 
less accompanied by a certified check upon 
a National or a State bank, drawn to the 
order of the Comptroller of the city of New 
York to the amount of one hundred and 
twenty thousand dollars ($120,000). 

Time allowed for the completion of the 
work is 42 months from the service of notice 
by the Board to begin work 


Contract No. 63. 

For the construction of a portion of the 
city tunnel of the Catskill Aqueduet, a cir 
cular tunnel in rock 15 feet inside diameter, 
ind ahout 21,260 feet long. From the north- 
erly end of the work in Yonkers, about 200 
fect north of the New York City Line, be 
tween Jerome and Mt. Vernon avenues, the 
tunnel line extends in a genera! southerly 
direction through the Borongh of the Bronx 
under Van Cortland Park and Jerome Park 
Reservoir, and thence beneath the old Croton 
Aqueduct and Aqueduct avenne to Burnside 
avenne, near Wniversity Heights. Tunnel 
construction will be earried on through five 
shafts, spaced from 3.500 to 5.000 feet apart, 
at varying in depth from 215 to 240 feet 

‘wo or more bonds, the aggregate amount 
f which shall he eight hundred thousand 
dollars ($800,000). will be required for the 
faithful performance of the contract 

No hid will be received and deposited un- 
less accompanied hy a certified check upon 
a National or State bank, drawn to the order 
of the Comptroller of the city of New York 
to the amount of one hundred thousand dol 
lars ($100,000) 

Time allowed for the completion of the 
work is 40 months from the service of notice 
by the Board to hegin work 


Contract No. 67. 

For the construction of a portion of the 
city tunnel of the Catskill Aquednet. a cir- 
enlar tunnel in rock, 12 feet and 11 feet in 
side diameter From the northerly end of 
the work in Union square. at 14th street, 
the tunnel line extends in a general sonth 
erly direction throngh the Borongh of Man 
hattan under 4th avenne, the towerr, 
Delaneey. Allen, Hester and Clinton streets. 
thence beneath the East River to the foot 
of Bridge street. in the Borough of Brook- 
Irn, and through this borough under Bridge 
street and Flathush avenne to the terminal 
shaft, Shaft 23, at 34 avenne and Schermer 
horn street. and from Flathush svenne un- 
der Lafayette street to the terminal shoft 
Shaft 24. in Fort Greene Park The work 
will be earried on throngh 6 shefts. speced 
from 8.800 to 5.200 feet snort md ovary 
ing in depth from 310 te 740 feet 

Two or more honds, the aggregate amount 
of which shall he seven hundred thousand 


dollars ($700,000). will he required for the 
faithful performance of the contract 

No bid will be received and deposited un- 
lees aecompantied by a certified check upon 


a National or State hank. drawn to the order 
of the Comptroller of the city of New York 
to the amonnt of seventy-five thousand dol 
lars (S75.000) 

Time allowed for the completion of the 
work Is 54 months from the service of notice 
by the Board to hegir work 

Contract No. 66. 

For the constrnetion ef a portion of the 
city tunnel of the Catekil) Aqueduet, a cir 
enlar tunnel in rock. varying from 14 feet 


te 12 feet inside diameter. From the north 
erly end of the work in Central Park, near 
Sth avenne and West 9th street. the tunnel 


line extends in a general southerly direction 
under Central Park, Cth avenue and Broad 
way to 14th street. In Union square. The 
work will be carried on through 6 shafts 
spaced from 2.500 to 4.55) feet apart, and 
varying in depth from 200 to 2% feet. 


Two or more bonds, the aggregate amount 
ef which shall be nine hundred thousand 
dollars ($900,000) will be required for the 
faithful performance of the contract. 

No bid will be received and deposited un- 
less accompanied by a certified check upon 
a National or State bank, drawn to the order 
of the Comptroller of the city of New York 
to the amount of one hundred thousand dol- 
lars ($100,000). 

Time allowed for the completion of the 
work is 22 months from the service of notice 
by the Board to begin work. 





CASUALTY CO. IN GOOD SHAPE. 


N. Y. Department in Examination Finds 
that Company Has Greater Surplus 
Than Claimed. 


The New York Insurance Department 
has completed an examination of the 
Casualty Co. of America for the pur- 
pose of verifying the Company’s in- 
crease of capital stock to $750,000. The 
Company was found to be in excellent 
condition, the examiner’s figures show- 
ing somewhat larger total assets than 
was claimed by the Company. 

On December 31, last, the Casualty 
Co., of America had total assets of $2,- 
614,055 and a net surplus of $218,398. 
The Company is carrying a special re- 
serve for liability losses amounting to 
more than $425,000, which is $20,000 
more than was claimed in the Com- 
pany’s annual statement. e 

The liability loss reserve computed 
according to the Michigan law, which is 
practically the same as the model lia- 
bility loss reserve law agreed upon by 
the insurance commissioners last year, 
give the Company a reserve against 
losses of $386,133. 





Meeting the Market. 


To meet competition the Fidelity & 
Deposit Company has issued its new 
‘Full Life-Indemnity Disability Policy,” 
with $5,000 and $10,000 limits. The con- 
tract furnishes indemnity for “Bodily in- 
jury sustained through accidental means 
and resulting in disability, dismember- 
ment, loss of sight or death; illness 
from any disease resulting in disability, 
blindness or paralysis.” 

Surgical charges, hospital costs and 
the usual privileges afforded by the ad- 
vanced contract are found in the latest 
offering by the progressive Fidelity & 
Deposit Company. 











AGAIN IN ACTIVE HARNESS. 


J. G. Cloud Elected Manager of Great 
Southern Accident and Fidelity 
Co. of Atlanta. 





After an absence therefrom of sey- 
eral months J. G. Cloud has re-entered 
the casualty underwriting field, and 
will again be heard from as an ag- 
gressive force in the business. 

On Monday the executive committee 
cf the Great Southern Accident & Fidel- 
ity Company, of Atlanta, unanimously 
elected Mr. Cloud manager of the cor- 
poration, and the development of its af- 
fairs is now in his capable hands. 

After some years of executive work 
with the Maryland Casualty Company 
Mr. Cloud accepted a responsible post 
with the Casualty Company, of Amer- 
ica, later securing the New York, New 
Jersey and Connecticut general agency 
of the American Fidelity Company, of 
Vermont. The business of the office 
speedily assumed important proportions, 
Mr. Cloud’s personality and wide under- 
writing knowledge atracting and retain- 
ing to the agency an ever growing 
patronage. 

In his new connection broad scope 
will be afforded Mr. Cloud’s organiza- 
tion abilities, and the Great Southern 
Accident & Fidelity will greatly profit 
thereby. 

The Atlanta company, of which P. S. 
Etheridge is president, has excellent 
backing, and its managers are deter- 
mined that the institution shall be a 
credit to the “New South.” 











HOME OFFICE: 
Baltimore 





TIPS TO AGENTS AND BROKERS 


Nearly a quarter of a century in successfully conducting the SURETY 
BUSINESS has made a LEADER of the 


Fidelity and Deposit Company 
of Maryland 


Place with us your ACCIDENT; HEALTH, PLATE GLASS, BURGLARY, 


AUTOMOBILE and LIABILITY BUSINESS. 
We stand for efficiency and liberality. 


EDWIN WARFIELD 
President 








The (jeneral Accident 





FIRE and LIFE 





| c. H. BOYER, United States Industrial Department Manager | 





Company. 


Life Companies. 


Six and Eleven Payments as desired. 
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VERY form of Health and Accident Insurance issued by any other 
reputable Company, and many forms not issued by any other 


Combination Health and Accident Policies, or Accident Separately. 
Weekly Payment Insurance conducted along the lines of Industrial 


Special Inducements offered to Business and Professional Men, 
Housewives and Domestics, and Miners. 


Railroad Installment provided for on the Pay Order Plan of Four, 


Men With Ginger Can Get The Most For It With The GENERAL 
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BRITISH INSURANCE BILL. 


(Continued from page 2.) 
an illustration of what might be done 
along the lines of broadening insurance 
activity; how far we might go to intro- 
duce some of the valuable European 
ideas into this country, keeping at the 
same time within the bounds of our 
traditional government. 
Summary of Bill. 

Mr. Lloyd-George’s bill, known as the 

National Insurance Bill, is summarized 


as follows: 
The bill is divided into two parts— 
insurance against sickness and insur- 


ance against unemployment. In the 
first year (1912) the State will contri- 
bute £2,500,000 ($12,500,000.) The bill 
will not come into force till May of 
next year, and not for several years 
will the State’s contributions reach 
their maximum of £5,300,000 a year. 
Against sickness, every wage earner 
with a salary of less than £160 a year 
will be required to insure by making 
a payment of 4d. (8 cents) a week in 
the case of men and 3d. in the case of 
women. The employer will contribute 
$d. and the State 2d. a week. From 
the proceeds of these contributions, 
which will in most cases be handled by 


friendly societies, Mr. Lloyd-George 
declares that it will be possible to give 
free medical attendance during sick- 
ness, a maternity benefit of 30s. ($7.50), 
an allowance of 10s. a week during 


three months of sickness, and in case of 
permanent invalidity a pension of 5s. 
a week for life. 

Furthermore, £1,000,000 a year is to 
be devoted to hospitals, institutions, 
and sanatoria for grappling with tuber- 
culosis. 


In the first year any person not older 
than sixty-five may join in the scheme 
and benefit under it, so it is open at the 
outset practically to persons of all ages. 


Its effect in dealing with sickness will 
be to extend and amplify the machinery 
of the friendly societies. 

The scheme of insurance against sick- 
ness will affect some 14,700,000 persons, 
and Mr. Liloyd-George on the strength 
of actuaries’ report believes that 
the will be a considerable surplus, as 
tl inds accumulate and the bad risks 
disappear which the State is taking at 
the start by accepting old lives before 


they have made any heavy contribution. 

= second half of the scheme, deal- 
ing with unemployment insurance, af- 
fects 2,400,000 workers and applies only 
tot engineering and building trades; 
the worker and employer will each be 
required to contribute a small amount 
weekly, and the State will add one- 
fourth of the total. 

As to the cost of the working of this 
scheme, the Chancellor of the Exche- 
quer pointed out that actuarial calcu- 
lations are difficult, as it is impossible 
to predict the extent of unemployment 
from year to year, but he hopes that it 
will be possible to pay a weekly allow- 
ance for a term of weeks of 7s. to every 
insured person who loses his employ- 


ment through no fault of his own. In 
Strikes and lockouts no allowance will 
aid. 





Sues for $20,000 Damages. 





_ Maintaining that Van Wagenen & 
Si hickhaus, manufacturers of Newark, 
N. J., were at fault in leaving an open 
elevator shaft unguarded, Kazimierz 
Koztowski, a former employe, has 
brought suit against the firm for $20,- 


000 damages. The plaintiff in the 
action avers that he was so badly hurt 
by falling down the shaft that one leg 


had to be amputated. 





Holds Annual Meeting. 





_The annual meeting of the Burglaty 
Underwriters’ Association was held 
last week in this city. Officers elected 
were: W. F. Moore, New Amsterdam, 


President; David W. Armstrong, Na- 
tional Surety, vice-president; Richard 
Thompson, Maryland Casualty, second 
Vice-president, and F. S. Garrison, New 
pasterdam., secretary-treasurer. 

i 


Keating, assistant secretary 





and bureau manager, was re-elected 
and the following bureau advisory 
committee chosen: W. F. Larned, Fi- 
delity & Casualty; R. W. Myers, Aetna 
Accident & Liability, and F. S. Garri- 
son, New Amsterdam. 





F. & C. General Agents to Meet in N. Y. | 





Some time next month the general 


agents and resident managers of the | 


Fidelity & Casualty Company of New 
York will meet in this city, instead of 
Louisville, as it was first intended. 
The change in program followed an in- 
vitation to that end from Robert J. Hil- 
las, president of the Company. 





Big Southern Merger Rumored. 





The Dixie Casualty and Surety Com- 
pany of Memphis, Tenn. and the Com- 


mercial Casualty of Nashville have 
merged under the name of the United 
Casualty and Surety Co., the new com- 
pany to have a capital of $300,000. This 
is said to be but the first of a number of 
mergers of the southern casualty and 
surety companies, which, according to 
report will ultimately result in a single 
corporation with a capital of $1,000,000. 

Officers of the company are: D. A. 
Fisher, Memphis, president; B. R. G. 
Barnett, Nashville, vice-president; E. 5. 
Brugh, Nashville, secretary and treas- 
urer, and E. A. Price, Nashville, coun- 
sel. John O. Bomar, of Brownsville, 
and Mack Morris, of Trenton, large 
stockholders in the Dixie Casualty Co., 
and B. R. G. Barnett, of the Commer- 
cial Casualty Co., and Jesse H. Thomas, 
of Nashville, are retained on the board 
of directors of the new concern. 











If every man who need- | 


The Demand ed_ insurance—accident, 
and the Need. health, burglary, plate 
glass, liability—was fully 
conscious of his need and all ready to 
take the policy when the solicitor sug- 
gested it to him, or better yet, would 
look up the solicitor and ask for the 
policy, writing insurance would be very 
easy and the agent’s lot would be a 
happy one indeed, unless the applicants 
learned to go directly to the company 
and agents became unnecessary. 
Every householder to-day carries fire 
insurance, but there was a time when 
it was a difficult thing to induce one 
here and there to take out a policy. 
The need was there from the first, the 
demand was created when agents made 
the public understand its need. One of 
the latest forms of indemnity is bur- 
glary insurance. The need for this pro- 
tection existed before a company was 
ever formed to write such insurance. 
In many of the larger cities, the need 
has been explained by agents until 


there is a great and a steadily increas- | 


ing demand for burglary insurance, and 
very large amounts of it are written. 
When the agent from some smaller 
city explains that there is “no demand 
for burglary insurance in this town,” 
he shows that he has not awakened to 
his opportunities. The need is there 
just as great in proportion to the popu- 
lation as in the larger cities, where the 
demand has been created, and it is up 
to the agent to create the demand in 
his own town. Wherever there is prop- 
erty and wherever there is danger of 
thieves, there is need for burglary in- 


surance, there is an opportunity for the | 


burglary insurance agent, and there, if 
the matter is properly presented, will 
be a steadily growing demand for this 
kind of insurance. 

Are you one of the fortunate ones in 


whose city there is not yet any demand | 


for burglary insurance? The whole un- 
explored gold mine lies before you. 
Enter in and take possession. The por- 
tion of the pioneer, the best of the min- 
ing, is yours. It will be but a few years 
till agents will be complaining that the 
whole field is worked out, that compe- 
tition is such that it is impossible to 
write business. Some one is going to 
get the cream of the business while it 
is new. Will you be that one?—New 
Amsterdam “Talks.” 


| 
| 


| 





The ** EMPIRE” 
STANDS FOR 
Aggressiveness 
| Prompt payment of losses 
AND 
Clean methods 


Capital,$500,000 | 


Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 








Agents wanted who are unattached and can produce 
business 








Are you Interested in Western and Pacific Coast Insurance Matters? 
To keep posted in the above, read the UNDERWRITERS’ REPORT, published at San 
Francisco, the only weekly insurance newspaper issued West of Chicago. 
Positively unexcelled by any insurance medium in the United States for news of 
insurance {fn the territory extending from the Rocky Mountains to the Pacific Ocean. 
Subscription Price $3.00 Per Year 
UNDERWRITERS’ REPORT 160 Sansome Street SAN FRANCISCO, CAL 








T. J. FALVEY, President JOHN T. BURKETT, Secretary 
INCORPORATED UNDER MASSACHUSETTS LAWS 


Massachusetts Bonding Insurance Company 
Home Office, BOSTON, MASS. 


New York Office, 27 Pine St. 
BALLARD McCALL, Resident Vice-President 


Newark, N. J. Office, 707-708 Firemen’s Buildia ; 
JOHN GIBLON, General Agent 


Surety Bonds = Burglary Insurance 











ACCIDENT ---- LIABILITY - - - - BOILER 
HEALTH --- ELEVATOR - - - AUTOMOBILE 
PLATE GLASS AND BURGLARY INSURANCE 


Prudential Casually Company 


HOME OFFICE, INDIANAPOLIS 


CASH SURPLUS TO POLICYHOLDERS MARCH Ist, 1911 
$749,832.25 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 
PLATE GLASS 
PERsonar accipenr POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D, WHITNEY, Vice-Pres, 8. WM. BURTON, Sec, ALONZO G,. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


LONDON GUARANTEE AND ACCIDENT CO., Ltd 


OF LONDON, ENGLAND 
Head Office F. J. Walters 


i) 

















CHICAGO Resident Manayer 
“aa 45-49 Cedar St. 
F. W. LAWSON New York 





Gen’l Manager 
pacewete Elmer A. Lord & Co, 
145 Milk St., Bosto™ 


Resident Mgrs.,_———__ —- 
————____N’:» Engiand 


Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 
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EMPIRE LIFE INSURANCE COMPANY 


HOME OFFICE 
Peters Building ATLANTA, CA. 


A Strong Southern Legal Reserve Company, 
Operated Along Conservative Lines and Offering 
Exceptional Advantages for High Class Producers. 


CHICAGO’S FINANCIAL GIANT 





Security Life Insurance Company of America 


W. O. JOHNSON, President, Rookery Bidg., Chicago 





Capital and Surplus Over $1,000,000 





For the Sells’ Ideal Agency, with the Security Monthly Income Policy 
Address, J. B. SELLS, Vice-President 


CHICAGO’S STRONGEST LIFE INSURANCE COMPANY 











Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





$808,557 00 
$383,875 00 


OE RIE $300,000 00 
SURPLUS $81,563 OC 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 








Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 
FREDERIC W. JENKINS, President 
Desirable contracts for desirable territory 
can be obtained by desirable men. 
For particulars address, Home Orfrice. 














Georgia Life insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches fer PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 














A GIANT » SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 
MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 
CHAS. D. PEARCE, President LOUISVILLE, KY. 











The Great Western Life Insurance Company 
of Kansas City, Missouri 


GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 





=», 





The Minnesota Mutual Life Insurance Company 
Organized in 1880 ST. PAUL, MINN. 
This Company has entered upon a period of expansion and has 
exceptional opportunities for a number of good men in Minnesota, 
North Dakota, South Dakota, Nebraska, Missouri, Illinois, 

Michigan and Pennsylvania. Write. Do it now. 


E. W. RANDALL, President 








American Central Life Insurance Co. 


INDIANAPOLIS, IND. 


$2,462,709,47 
359,420.34 
25,013,654.00 


Admitted Assets ‘ i . ° 

Admitted Surplus Security to Policyholders, 

Total Insurance in Force ° ° ° ° . 
Deposits with the State of Indiana as required by 
law nonspeculative securities in an amount exceed- 
ing the entire reserve liability to Policyholders. 

Energetic Agents desiring liberal contracts for territory should write today direct to the Company 








INETEEN hundred and eleven is now here. Every- 
one starts off with a clean slate, full of enthusiasm 
and with the idea of making 1911 the greatest year of 
their lives. 
It is the desire of the Philadelphia Life to increase its 
agency force during the year one hundred per cent. (100 
%) and I would ask every agent who wants to connect 
with this great Company to write me at as early a date as 
possible. The opportunities and advantages that an agent 
has with the Philadelphia Life are greater than those of 
any other company. 
If you are the right man for the right place, write PERRY 
to -day for contract. 














E are in position to consider applications 
of department managers for all lines of 


casualty business. 


READY FOR BUSINESS JANUARY Ist, 1911 





Southwestern Casualty Co. 


SAN ANTONIO, TEXAS. 

















